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American-Standard 


to make your homes more salea 
more uniform, ™ ‘ 
@ If you could point out to your customers how they 
could have a completely sealed heating system that is 
practically invisible... that could not transmit cooking 
odors, noises, or Conversation from room to room... 
you would have a strong selling point. 


You can offer them this -— and more — through the 
magic of hot water heating by American-Standard. 

You make your houses more saleable when you use 
forced hot water heating and baseboard panels . . . for 
here is perfect comfort control with compact, efficient 


| 7 
Hot water heating 
is modern in appearance... 


Show prospective home buyers an attractive installation like 
this in the homes you build. These Heatrim panels take the 
place of regular baseboards, permitting freedom of furniture 
arrangement. They will provide even, gentle heat throughout 
the room. 











The magic of hot water comfort by American-Standard is the way to complete 


heating satisfaction ... for the years ahead 


American-Stanrdard 


HEATING 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and in@ustrvs AWERICAN-STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS - KEWANEE BOILERS - ROSS EXCHANGERS 
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plenty of storage at a modest price. 














Hundreds of builders have proved Pollman Homes 





are profitable to build—easy to sell—easy to finance. 
Accepted by FHA and VA for financing they are 
a sound investment for the future. 


8 


For builders in southern and gulf coast states 
Thyer offers Southerner Line—a complete line 
of Pollman Homes designed for warmer cli 
= T ~] mates and manufactured at Collins, Mississippi 
} 
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American-Stardard 


to make your homes more saleable—to give your customers cleaner, 


more uniform, more comfortable heat 


® If you could point out to your customers how they 
could have a completely sealed heating system that is 
practically invisible... that could not transmit cooking 
odors, noises, or Conversation from room to room . . . 
you would have a strong selling point. 

You can offer them this -— and more — through the 
magic of hot water heating by American-Standard. 

You make your houses more saleable when you use 
forced hot water heating and baseboard panels . . . for 
here is perfect comfort control with compact, efficient 


equipment. And because of the tremendous heat-carry- 
ing Capacity of hot water—G6000 Btu per cu. ft. as it cools 
100 —it is possible for the small copper tube of a base- 
board panel to throw a belt of protecting warmth clear 
around the cold outside rim of the house, regardless of 
its size or Construction, 

Your customers will want the heating system that’s 
clean, draft-free, reliable and economical—hot water heat- 
ing by American-Standard. Ask your American-Standard 
sales representative or your heating contractor for details 





Hot water h rating 


is modern in appearance ... 


Show prospective home buyers an attractive installation like 
this in the homes you build. These Heatrim panels take the 
place of regular baseboards, permitting freedom of furniture 
arrangement. They will provide even, gentle heat throughout 
the room. 


Hot water heating 





gives longer 


years of service... 


To make home buyers aware of the trouble-free years ahead 
for them when they have a hot water heating system, tell them 
of the variety of long-lasting cast iron boilers by American- 
Standard. And be sure to point out that the life of a cast iron 
boiler is far greater than that of other types of heating units. 


The magic of hot water comfort by American-Standard is the way to complete 


heating satisfaction ... for the years ahead 


American- Standard 


HEATING 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


Serving home and industrvr AMERICAN-STANDARD - 


AMERICAN BLOWER + CHURCH SEATS & WALL TILE 


DETROIT CONTROLS KEWANEE BOILERS ROSS EXCHANGERS 
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Look Close!..they'te factory assembled 





Here’s custom styling—plus the advantages of 
cost-cutting factory assembly. Note the clean modern 
design, a trademark of Richard B. Pollman, creator 
of some of America’s most salable small homes. 
Housewives like the efficient floor plan—a practical 





answer to the demand for convenient living and 
plenty of storage at a modest price. 
Hundreds of builders have proved Pollman Homes 


are profitable to build—easy to sell—easy to finance. 








Accepted by FHA and VA for financing they are 
a sound investment for the future. 


For builders in southern and gulf coas! states 
Thyer offers Southerner Line —a complete line 
of Pollman Homes designed for warmer cli 
mates and manufactured at Collins, Mississippi 


THYER = "| MANUFACTURING CORP. 


| 2857 Wayne Street 418'% E. Pearl Road 
| 4a Toledo, Ohio Jackson, Miss 
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INTERIOR FIR PLYWOOD 


PLYPANEL 


OFPA INSPECTED 





1. 







BE SURE OF QUALITY! SPECIFY 
DFPA-INSPECTED FIR PLYWOOD 


" Always look for these regis- 
tered industry trademarks— 
your guide, guard and assur- 
ance of DFPA quality-tested fir 
plywood. For detailed specifi- 
cation data write (USA only) 
Douglas Fir Plywood Associ- 
ation, Tacoma 2, Washington 
for 1953 Basic Catalog. 
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2. 


Plywood subfloors 


Fik PLYwoop subflooring can be applied in less than 
half the time required for lumber. Big panels cover 
large areas quickly . . . fit standard joist spacing with- 
out wasteful cutting and fitting. 

Plywood subfloors are solid. Won't cup, squeak, 
swell or shrink . . . protect against drafts and air infil- 
tration. Rigid plate-like action gives added protection 
against windstorms or earthquakes, 


Specify PlyScord for Subfioors 


"PlyScord is the economical unsanded construction 
grade of Interior-type fir plywood. Glue is highly 
woter-resistant (but not waterproof) and will 


ted. ad Z { 


occ wetting on the job. 
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Plywood underlay 


Tite, linoleum or wall-to-wall carpeting lays flat, stays 
flat over smooth, flat fir plywood. Large, smooth 
panels do away with “humps” and ridges which mar 
beauty, offer points of wear. 

Fir plywood underlay cuts costs, too. Saves time 
and labor. No felt needed; coverings can be placed 
directly on the plywood. No pre-drilling or special 
fastenings needed with plywood underlayment. 


Specify PlyPanel for Underlay 





wmerieee fie Piewees 
“PlyPanel is the versatile “one-side"” grade of 
Interior-type fir plywood. For underlayment, for PLY, FL 
poneling, cabinet work and other indoor jobs 


: ‘ ‘ we seiciie 
where only one smooth side is required. septa 











Plywood combined 


Here's a real cost-cutter. Use a single thickness of fir 
plywood for both subfloor and underlay. Because ply- 
wood gives great structural strength plus smooth, flat 
surface, you save two ways: you save on materials, 
you save on labor. 

Combined subfloor-underlay of fir plywood gives 
entirely adequate construction for any finish floor 
including tile, linoleum or carpeting. 





Specify PlyPanel for Subfloor-Underlay 
micnee fe Pi rwees 
*PlyPanel is the versatile “one-side” grade of j 


Interior-type fir plywood, Use it for combined PLY, FL 
subfloor-underlay, for paneling, cabinet work, 
and other indoor uses where only one smooth iecinnpaictoed 
side is required. 
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go down fast, cut labor costs in half 





FINISH FLOOR 


5" (© %*) PLYSCORD 


APPLICATION: Apply with foce grain across joists. Usual installation 
is over joists 16” o.c., but spacing up to 24” o.c. satisfactory with 
25/32" strip flooring. Use 8d com. nails for 5/8” plywood, 6d for 
1/2"; nail 6” 0c. at panel edges, 10” o.c. on other bearings. 


faster floor construction 


makes floor coverings look better, last longer 





TILE, CARPET 
OR LINOLEUM 


(MOTE CARPETING 
NOT FHA ACCEPTED) 


FELT MAY BE 
6" (or Ye") PLYPANEL | ae eae 
APPLICATION: Preferable to place panels with face grain running 
across joists, breaking joints over joists. Nail approximately 6” 0.c. 
on panel edges, 8-10” o.c. elsewhere. Ringed nails hold better. 


big savings 


CARPET, TILE \ 
OR LINOLEUM 


Ys" (or 4") PLYPANEL ee rr 


APPLICATION: Apply panels and nail os for subflooring above. 
Note blocking along panel edges at right angles to joists. 
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To the builder who is building 
15 homes or less in 1953... 


Chances are, you could be building more homes, or 
building homes more profitably, or both, That is, if 
you build P & H prefabricated homes for the $8,000 to 
$15,000 price range. Here’s why. 

P & H Homes sell easier and faster than any others 
in their price range. ‘They are more attractively de- 
signed, have a higher grade of materials, better con- 
struction, and more “extras” than any homes in their 
class. ‘The handsome design, open planning, broad 
window areas, and ample storage space give you plenty 
to talk about when you sell P & H Homes. And they’re 
nationally advertised. Many builders have doubled, 


even tripled their sales by switching to P & H. 


The architect-designed 2 and 3 bedroom P & H Homes meet 
all code and financing requirements. 

You'll cut your costs, too. You can have a P & H 
Home under roof in a day. No delays, no waiting for 
materials to arrive. Homes arrive, complete with hard- 
ware, glazing, millwork, and trim, ready for erection. 


You can gear construction to sales, and schedule sub- 


contractors without worrying about costly delays. Your 
buyers get their homes faster, always on time. 

And because you build and sell all year around, you 
can get more favorable sub-contracts. 

There’s extra financing help available, too, when 
you build P & H Homes. You can get construction 
loans from the Builders Acceptance Company, a P & H 
subsidiary, when local sources are limited. 

Risk, for P & H builders, is about as low as it can be 
in home building. You can break ground for each home 
after the buyer makes his down payment, order the 
P & H Home after his credit has been approved. A 
P & H construction loan can be opened before you 
make any big layouts for labor or sub-contracts. You 
are ready for final payout 30 to 45 days after you start. 
How else could you operate with less risk? 

You'll have plenty of help in your P & H Home 
building operation . . . land planning, supervising con- 
struction, holding open houses, advertising, selling, 
financing. 

Start building and profiting the P & H way now! 
Write or wire for complete details on P & H Home 


building today. 


HARNISCHFEGER CORPORATION 
39 Spring St., Port Washington, Wis. 
Phone Port Washington 611 
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Dollars and Cents Wise... 


WAYS BETTER THAN OTHER STEEL KITCHENS 
1] WAYS BETTER THAN WOOD 


Sell your homes faster with American Kitchens! 


COMPARE 


AMERICAN KITCHENS WITH 


2 
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OTHER STEEL KITCHENS! 


+ cost no more, yet are of higher 
grade steel, finest construction 


beautiful design; well-known 
name indicates to your cus- 
tomers that hidden construction 
is also of finest materials 


easiest kitchen to clean —round- 
ed corners, smooth surfaces with 
no dirt-catching handles 


exclusive features that sell 
homes faster include the 15% 
larger sink bowl with no dirt- 
catching ledge, rounded drawers 
that clean as easily as a bowl 


exclusive Roto-Tray dishwasher 
the one really work-free dish- 
washer that women want most. 


COMPARE 


AMERICAN KITCHENS WITH 
WOOD KITCHEN CABINETS! 


1. 
2 
3 


less costly than quality wooden 
cabinets 

require less installation time, 
less planning time 


no finishing, no painting, no 
staining required 


no call-backs or complaints be- 
cause of warping or swelling 

no complaints because of faulty 
catches or doors that stay half 
open or sag 

perfect uniformity of sizes means 
perfect fitting 

odor-proof, vermin-proof 

can’t rot, can’t absorb moisture 
fireproof, stain-resistant 
drawers and cabinets far easier 
to clean with no seams and 
cracks found in wooden cabinets. 
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American Kitchens Division 
AVCO Manufacturing Corp. 
Connersville, ind., Dept. NR-9 


Please send me complete information about 
American Kitchens and your new Architects’ 
and Builders’ File 


Name 
Address 
Zone 


AYG9) 


City State 


AMERICAN KITCHENS 
DIVISION 


CONNERSVILLE 
INDIANA 








A NEW MAGAZINE From ) 


Journal 
Readers 


Editor's Note: 1.. Douglas Mere 
dith’s article on ‘‘What Can the 
Open-End Mortgage Do For You” 
evoked considerable response from 
JOURNAL readers. Here are two 
typical letters: 





Dear Mr. Meredith: 

I have just read the very inter 
esting article that you have writ 
ten and published (July JourNnat, 
page 20). Of all my years in the 
mortgage and appraisal business 
your open-end mortgage loan ar- 
rangement is the best I ever learn- 
ed of, and I value this kind of 
service greatly. This is one of the 
most interesting mortgage items 
that we have read in many a 
. moon. 

Please advise us where and how 
E eee Serving the we can obtain this kind of mort 
_ P . gage service in Philadelphia. 
nation-wide swing to —— 
xodwin & Strauss, Inc. 


Philadelphia 


PIREPABIRICATION «os. sau 


upon your recent article covering 










ee 





Ww 


PF, the Magazine of Prefabrication, answers the need for a publica- the advantages for the investor 
tion to keep you posted on the sensational swing to prefabricated and the mortgagor operating 
housing taking place in all parts of the country. It’s the new official under an open end mortgage. ; 
journal of the industry, serving some 12,000 dealer-builders in 47 In recent months I have receiv 

: : ed many articles and have heard 
states, manufacturers, realtors, mortgage lenders, suppliers, housing 


the question of open end mort 
gages discussed in all of their 
various phases. This article pre 


officials, and others seeking information about the opportunities 
this expanding field offers. 


Subscribe to PF now. Keep fully informed on the new business pared by you is the first concrete, 
opportunities which prefabrication is creating for all who build, concise, clear explanation of the 
sell or finance homes rudiments surrounding the open 


end mortgage that I have found 
May I suggest that you send re 
prints of this article to the cor 


— a a a a a a ee ee ee ee ——— ra enced company. 
i an “A. uryee 
; THE MAGAZINE OF PREFABRICATION - dy ey 
i Prefabricated Home Manufacturers’ Institute 1 Everett. Washington 
900 20th St. N.W., Washington, D.C. i 
i Please enter my subscription to PF for one year —12 issues for $3.00 in the i e Orchid 
a United States and Canada, re hi : 
i My check is enclosed Bill me later i lt unk the Jou RN AL Is getting 
r] § | better with each issue. The short 
f= ONAME § one-page stories are what more 
8 orirm @ and more magazines should adopt 
P aeibiis f | Keep up the good work. 
1‘ . ry Conrad “Pat” Harness 
i city ZONE STATE 1 Public Relations Director 
§ KIND OF Business i National Association of | 
ee ee el Home Builders { 
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As fundamental as 


proper lighting... 


Planned outlets—whether for lamps or telephones 


help make the houses you build more livable. Better looking, too, 


Ad 
ig, 


in the case of telephone outlets. 


Telephone outlets and raceways are your only guarantee of 


concealed telephone wir ing. 


It's good practice to include telephone raceways in all your new homes. 


You protect the appearance of walls and woodwork. You impress 







+ cael Dial prospects and make your homes more saleable. And you 
is always better enhance your own good reputation, 
! 
when it includes on . . 
| scien et Your Bell Telephone Company will be glad to help in planning 
telephone wires economical raceway installations. Just call your nearest Business Office 
| Kati» 
o/ . 
’ , bi \ 
BELI. TELEPHONE SYSTEM f 
% ); 
“@ “i 
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More than 15,000 came to see J. M. Snyder's G-E “Young America” 


Home in Long Hill, Connecticut. This successful promotion also 


Proved again and again —all over America— 


Builder-built G-E “Young 





The G-E Kitchen and Laundry you see here is featured in G-E Kitehen-Laundry can be built right into a $10,000 of 


J. M. Snyder & Sons’ “Young America” Home, and in scores $12,000 house— and the added monthly cost to the homeowner 


of other developments from coast to coast, may be no more than that for a regular telephone bill. 


1953 BUILDERS OF GENERAL ELECTRIC 


Akron, Ohio—Miller Bldg. & Realty Co 
Albany, N.Y Crapser Lumber & Supply Co. 
Anderson, Ind.—Paul Byrum 

Annondale, Va M. 1. Broyhill 

Athinta, Ga L. W. Gray 

Athunta, Gra John borkner 

Baltimore, Md.— March Construction Co, 


harleston, S$. C.—Sullivan’s Island Dev. Elgin, U.—Blackhawk Lumber Co. 
harlotte, N. C.—George Goodyear Fort Worth, Texas—Don Hillens 

hicago, Ill.—Lincolnwood Realty Co. Gettysburg, Pa.—Gettysburg Constr. Co. 
incinnatt, Ohio—Modern Builders Glenview, Hl.—Wyatt & Coons Inc 
leveland, Ohio—Molnar, Inc. Greenville, 8S. C.—Gafney & Robinson 
leveland, Ohio—Contemporary Houses, Inc Hamden, Conn.—L. L. Darley & Sons 
lio, Michigan—Neeland’s Hardware & Bldrs Hartford City, Ind.—Homer McKinley 
Baltimore, Md.—J. A. Kunkel olumbia, S. C.—Bagnal Builder Supply Co. Henderson, Ky.—Fryer Realty 
Baltimore, Md.—Martin Farms olumbus, Ga.—Wright Construction Co. Hillside, 1.—Giasi Bros. Constr. Co 
Bethesda, Md.—Homack Ine Dallas, Texas—Roland L. Pelt Houston, Texas—Bob Clemens 
Birmingham, Ala W. A. Harris Denver, Colo.—Bob Glazer 


PRR RFF RFRA 


— 


Indianapolis, Ind Dawson Construction Co, 
Birmingham, Ala.—J. D. Justice Detroit, Mich.—Miller Homes Inc Indianapolis, Ind.—V. Keith Nelson 


Chatham, N. J Alexander Caplon Detroit, Mich A.C. Building Co. Indianapolis, Ind.—Chapman Price 
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won First Prize for Mr. Snyder in the “Small Builder” Group of 


Practical Builder Magazine's 1952 Annual Merchandising Contest. 


America’ Homes sell fast! 


During the past year, builders all over the country have and are available to qualified builders through local Gen- 
been erecting G-E “Young America” Homes in their own eral Electric distributors. There’s a profitable opportunity 
communities... for you to sponsor a G-E “Young America” Home in 


° ° vo co . 
‘ee and all over America prospects come tn droves to see er marmunity 


and buy. Why not get the full story on this and other General 
: . : Electric marketing plans to help you sell houses faster? 
Some builders even report that their houses—equipped 5 | =P J ee to 

Home Bureau, General Electric Company, Louisville 2, 


Kentucky. 


with General Electric Kitchen and Laundry equipment 


are selling fast in the very same areas where other houses 





remain unsold for months! Here are typical comments: 


**Sold well over 200 houses with G-F. Kitchens in 4 months.” ' 
As of July 20th, > builders all over 


“Sold 56 houses the first day.” America are building G-1 Youn 
America” Homes as models for ther 
developments —and more are sign 
“Young America” Home Plans gg oot A vccsar 

lany of these “Young America 
Homes will be open for inspection 


Plans for five “Young America” Homes have been during National Home Weeb 


architect-designed for the General Electric Home Bureau, 











GENERAL @@ ELECTRIC 


“YOUNG AMERICA” HOMES 


Jacksonville, Fla Demetree Builder Oxtord, Mass.—Chaffee Bros. Co Tacoma, Wash.—Northwe 
Kansas City, Mo.—Vic Regnier Portland, Ore.—Bauer Construction Co Tampa, Fla.—Foster Associate 

Kansas City, Mo.—Bill Urvan Provo, Utah—L & H Construction Co Toledo, Ohio—Cutcher Construction Co 
Kokomo, Ind R. D. Robbins Ray, Ga M. L. Green Trumbull, Conn J. M. Snyder 

Lebanon, Ind Plott & McCoy Rockford, I Auburn Construction Co Warwick, R. I I Archibald 
Lincolnwood, I! Lincolnwood Dev. Co. Rock Creek Park, Md H. J. Korzendorter Warwick, R. I Vee-Jay Construction Co. 
Loutsville, Ky.—Garland Cochrane San Antonio, Texa H. C. Barnes West Palm Beach, Fla Ross Construction 
Mattoon, Ill.—Kent Lumber Co Sapulpa, Okla.—Don Mortis Westport, Conn.—Norman Shapiro 
Mattoon, Il.—Midwest Homes Seattle, Wash McPherson Parade of Homes Whiteland, Ind 
Miami, Fla Momar Construction Co South Bend, Ind Whitcomb & Keller Bldr Wheaton, Md 
Omaha, Nebr.—Schroeder Realty Co St. Louis, Mo.—Bert Wenneker Williamsport, P 
Orinda, Calit Robert Platt St. Petersburg, Fla J. Rosati 

Oriando, Fla.—Philips Industries Syracuse, N. Y Hageman Brothers 


tern Homes Inc 


Community Homes 
Housing Development Corp 
a Inc. Real Estate Investors 


NATIONAL REAL Estate AND BuILpDING JouRNAI September, 1953 





sto 
°* *, 


2 
< 
e 
* o 
e 


~ o* 





SEPTEMBER 1953 


. 
uiat 


eT 41 O. NA 


REAL ESTATE 
and BUILDING 


JOURNAL 





CONTENTS 


From Journal Readers x Simplified Accounting for 
Home Builders 
Editorial 17 sy Bert V. LTornborgh 30 
What Effect FNMA’s One-for-One Plan? He Sells With TV 31 
By Roger Lakey 18 
Tax Facts 
Do Owners Really Need by KF. He. Welter 39 
Professional Management? 
By Earl B. Teckemevet 9} Is the Extra Bath Worth It’s Cost? 13 
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gram is the up-grading of our existing housing in 
ventory by modernization, 

Under FHA’s new ruling the builder taking in an 
old house as a trade-in may get a firm commitment 
from the FHA to insure 80° of the first $7,000. of 
value plus 60%, of the balance of the valuation. The 


Trade-In House Financing Tool Announced 


MHA has liberalized its insured mortgage plan to 
encourage more extensive reconditioning of trade-in 
houses. This will help in financing repairs on older 
houses and in refinancing their existing mortgages. 
not exceed $10,400 and 


This is one of the first moves by FHA since it set up 
trial trade-in plans in these six test cities: Washing 
ton, D. C.; Shreveport and New Orleans, Louisiana; 
Columbus, Ohio; Hartford, Connecticut, and Okla 
homa City, Oklahoma, 

K:stablished real estate organizations have been 
handling trades for a number of years not neces 
sarily on a large scale, but as a service to people who 
wanted to trade in their existing home equity on a 
new home, The problem is to establish the practice 
on an industry-wide basis in order to tap a wider 
home market and sustain the million a year home 
building pace. An important by-product of the pro 


12 September, 


1953 


total mortgage amount may 
is further limited to the amount of the existing mort 
gage plus the cost of the proposed repairs. minus any 
cash received by the realtor or builder in the trade-in 
transaction. 


Mortgage Market Maelstrom 


Although most of the experts predict as many 
housing starts this year as last, financing continues 
to be a troublesome point with realtors and builders 
in many sections. In some builders had 
planned to expand their operations over last year 
and the squeeze on financing merely trimmed them 


cases, 
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homeowners 





MORE FAMILIES 
This building makes it possible to build better CAN OWN HOMES 

prefabricated homes at a lower price...to build a LIKE THIS 
home that more people can buy! It’s the new 

Effingham (Illinois) Plant of W.G. Best Factory- 

Built Homes, Inc., containing assembly line 

facilities that make it the most modern and effi- 

cient in the prefabricated homes industry! 


Get on the Best Bandwagon! 


Increased demand for the Best home led to the con 


struction of this new Best Plant. More and more WRITE, WIRE OR PHONE FOR INFORMATION 
homebuyers are learning that they can get in a ON BEST HOMES DEALERSHIP! 

Best home the quality features of a custom-built 

home costing not hundreds... but thou 


sands of dollars more ! 


Get Higher Profits! w.G. BEST 
. * 
Sales are booming, but that’s only part wt FACTORY BUILT HOMES INC 
at? a 


of the reason why Best dealers are mak 


5 ae fee §6630 W.LAKE ST, PEORIA ILL » PHONE 5-5284 
U.S. 45 S, EFFINGHAM, ILL « PHONE 1327 


ing more profit. A Best home’s faster 
erection brings labor costs way down! 
It can be put under roof on a prepared site 
on the first day 
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SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
that Stand Out — Stop ‘em — Sell ‘em 


There is only ONE BEST of anything — You're no doubt paying for the best. 
Why not have it? Why not try MOORLEE? 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand — Also 
available through many local REALTY BOARD OFFICES. 


SECR ETARIES WRITE US ABOUT OUR BOARD DISTRI- 
BUTION PLAN NOW IN OPERATION 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 





FREE DESCRIPTIVE FULL COLOR NO ORDER 
LITERATURE AND PRICES SENT TOO SMALL 
AT ONCE. NONE TOO 


LARGE 














MOORLEE DISPLAY ADVERTISING 


s 
239 NORTH ROBERTSON BLVD BEVERLY HILLS, CALIF 


Bitadsehaw 2-5471 ( Restvsiew 5-L215 








ANNOUNCING tHE ) 


Tew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 

@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant. 
Non-duplicating keys PATENT PENDING 
furnished 

Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 





EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No. Robertson Blvd i Hills C€ 


|down to last year’s size. Thus. starts compare favor 
ably with last year 

| The financ ing picture is probably as rough in Tex 
las as anywhere. NAHB Director Leslie Hill of Dalla 
| surveyed 100 local home builders on their finane 

| ing problems. Partial returns include such comments 
las: “IT have 40 lots ready for development. but loans 
available for only 22. After the 22 are built. I'm out 
of business because there are no prospects of a loan.” 
This builder, who erects homes in the $10,000 class 
| said he would build 100 homes immediately if finan 

ling was available. 

| Another says the conventional market has been 
islowed by increased downpayments and_ shorter 
amortization periods 

Another says he is laying off 33 men and shutting 
down for the first time in 13 years because he can’t 
“swing loans.” 

Hill contends that a quick approval of a 5% inter 
est rate on VA and FHA loans is the only answer 

In a panel meeting of Fort Worth home builders 
John FE. Mangrum. vice-president of the Southland 
Life Insurance Company of Dallas. placed a share 
of the blame for the mortgage situation both on home 
builders and the mortgage bankers. He said these 
two professions have attracted a lot of people who 
shouldn’t be in them. 

“In the old days. you had to make a profit by 
building a better product and taking a risk,” he said 
“For the last 20 years or so, when security without 
risk has been the watchword, people thought they 
ought to be able to buy on credit, get commitments 
and then get the banks to bail them out at 100 cents 
on the dollar. That’s what the home builders did 
and the mortgage bankers were able to bail them 
out. Everybody made money and nobody took a risk 
Now, the people who are really experienced in the 
business know they’re going to have to take risks to 
stay in business.” 

At the same panel discussion, John F. Austin. Jr.. 
president of the T. J. Bettes Company. Houston real 
tors. and chairman of MBA’s FHA. committee. 
rapped “panic” as an disturbing factor 

‘A terrific overhang of mortgages in the market 
is Causing congestion,” he said. “This, in turn, causes 
panic selling. Reports have it that this overhang of 
mortgages (paper which hasn’t found a permanent 
home) amounts to as much as $1 billion. However. 
I believe a fairer estimate would be $500 to S600 
million but that’s a mighty big overhang.” 


Return to Free Rental Market Quiet 


Proponents of federal rent control certainly must 
have been disappointed with the quiet uneventful 
return to a free rental market just a month ago. On 
\ugust 1. federal rent controls died in come 1.400 
communities, Charles B. Shattuck, NAREB presi 
lent. points out that reports from boards in recently 
decontrolled cities show that owners of rental prop 
erty are being fair and considerate. Average rent in 
creases, after 11 years of control. are about 10°% 
Complaints filed by tenants in decontrolled com 
munities represent from one-fifteenth of 1°, to one 
third of 1° of the community’s supply of rental 
housing. 


Cole’s Shirtsleeve Talks 


The industry is staking a great deal of hope in the 
shirtsleeve conferences held by Albert M. Cole. 


Please turn to page 39 
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Take this’ tip from 


plumbing contractors 


who know 


their business! 


Plumbing contractors and wholesolers in ever-growing 
numbers are exhibiting this spectacular Briggs Beauty 
ware display. It is only one of the many merchandising 


and sales aids that Briggs makes ovailable to the trade 


Briggs Beautyware se//s’ This glamorous plumbing pleasing contours —its handsome pastel colors 


; 
ware seils itself—sells new homes that feature it 


' Most important of all, when folks buy Briggs 
and sells the reputations of the men who specify oe 


’ fixtures Of Briggs-equipped homes, they knou 
and install it 


Fag) they re getting something special. More and more, 
‘ Fa 7H That's why so many alert plumbing contractors are they're asking for Briggs Beautyware by name 
Vere 2 


displaying complete sets of Briggs Beautyware There's a sales-making place for Briggs Beauty ware 


bathroom fixtures in their business places. They in the plans of every architect, builder and plumb- 


know that Briggs Beautyware sells on sight because ing contractor in the home field. It will pay you to 


of its distinctive modern styling—its graceful, eye specify and install Briggs Beauty ware im every home! 


BRIGGS MANUFACTURING COMPANY - 3001 MILLER AVENUE - DETROIT 11, MICHIGAN 
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AN OPEN INVITATION TO EVERY HOME BUILDER: 


Visit National Homes’ New 1954 
“PACEMAKER “Open House 


Nearest You... and Compare! 


1954 "PACEMAKERS" by National Homes 
will be advertised in full color in Saturday 
Evening Post, Life, Better Homes & 
Gardens, This Week, Parade, Good House- 
keeping and other leading magazines. 
Think what such promotional backing 
could mean to YOU! 


September, 1953 


NATION-WIDE SHOWING STARTS OCT. 3rd 


Soon you will have an opportunity to compare the 
all-new 1954 ‘“‘PACEMAKERS”’ by National Homes 
with what you now offer prospective buyers in the 
term-selling field. Go to the Open House nearest 
you when our nation-wide showing starts October 
3rd. Check variety, beauty, value. You'll see the 
lowest-cost home, feature for feature, in National’s 
history ... AND the most saieable! If you’d prefer 
a private viewing, visit our Lafayette or Horse- 
heads plant. You can then visualize the oppor- 
tunities that will be yours as a National Homes 
builder. Save the date . . . October 3rd . . . and 
inspect the house that will set the pace for 1954, 
National Homes’ all-new ‘‘PACEMAKER!”’ 


BETTER HOMES BUILD A BETTER AMERICA 


S 
& 


an Sa 


a 
Guaranteed by 


Good Housekeeping 
wy, rm 


aaked “ 


NATIONAL HOMES CORPORATION 
LAFAYETTE, INDIANA + HORSEHEADS, N. Y. 


af 
45 apveanseo 1S 


Nationai Homes’ 
prefabricated panels 
and struc od parts 
as they leave the 
assembly plant 
carry the Good 
Housekeeping 
guarantee seal and 
the Parents’ 
Magazine seal of 
commendation as 
advertised therein. 
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Lets tell the Urbiculture Story Ceoeeeecececcecsceseseeeeeeeeee 


N OUR travels about the country, we are continually astonished 

at some of the hodge-podge planning of our cities. We find in 
dustrial plants looming over new subdivisions of homes, comme 
cial districts sprawling into choice residential areas, streets built 
without thought to direction of city growth and future traffic, 
suitable sites for parks and schools and churches ignored in the 
rush. The idea seems to be “Build now and worry later.’ 

Fortunately this is not true of every city. But it can safely be 
said that that too little thought is being given to sound city plan 
ning in many communities. 

When we think of this haphazard planning, we're reminded 
of the vast sums that have been spent of the study of agriculture 
No one in his right mind would question that our many agricultu 
al colleges, research institutions, and farm programs are a construs 
tive force for better living and happiness. It is important that we 
learn how to increase production and income from farm lands. But 
how about the problems of urban land? 

City real estate is certainly important to our national welfare 
If three-fourths of our people live in the city, isn’t it logical that 
we should focus more attention on the problems of urban land? 
The average family spends one-quarter of its income on shelter. 
second only to food. Perhaps as a nation we should study what 
we get for such an expenditure and see if we can improve the 
benefits received 

It seems high time that we seriously take up “urbiculture 

What does urbiculture consist of? It involves just about all 
of the things we get from city land practically everything in 
the complex structure of urban land value and use, The Urban 


Land Institute knows about zoning, blighted districts, slums, de 
Publisher centralization, transportation, taxes, basic factors in value of com 
Herpert S. STAMATS mercial properties, subdivision layout and control, building homes 
a a and home communities. But are we getting this knowledge to our 
Editorial Director ) 
Raven H. CLEMENTS city planning boards: 
These things are important. Important to the owners of city 


Editor and Business Manager : 
Bos Fawcett property. which makes up a staggering proportion of the entire 


wealth of the country. Important to municipal governments. Im 
eer — portant, moreover, to the three-fourths of the people who live in 
urban communities. Important, indeed to democracy 
ee It is a challenge to the realtors and builders of this country 
the real students and professors of urbiculture to focus attention 
Assistant Editors 
OAN CLARK : 
ee CARLSON Millions of dollars are being spent today to correct the mistakes 


on urbiculture, to emphasize the need for scientific urban planning 


of yesterday's shortsighted urban development. It is our job to 

Reseene® Assistants 1. 08. Tome use every resource at our command to prevent today’s planning 
Tax Editor: E. H. Welter from costing millions of dollars to correct in the future. We can 

Legal Editor: George F. Anderson help do this by individually and collectively insisting that our city 
Coumibatinn Udltere: government groups be informed technically informed before 

Parl B. Teckemeyer, Jack Stark, Sam Russel! they act 


Art and Layout: Donna Nicholas, director; 
Vivian Ives, Jack Hines, Sally Smith, assistants 


Advertising Service Manager: Joan Clark 
Circulation Manager: E. J. Dvorak 
Production: George E. Hogan, director; 


Roger C. Hawley, assistant 
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Mortgage Company 
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pAegpeeges continues to be 
the most serious problem fae 
ing the real estate builder today 
After the interest rate increase on 
KHA and VA mortgages failed to 
shake loose any substantial flow 
of funds, industry members raised 
hopeful brows at the Federal Na 
tional Mortgage Association’s new 
“one-for-one” plan, the provisions 
of which were enacted in_ the 
Housing Amendments of 1953. 

But are these hopes false? In ex 
clusive interviews with six hous 
ing and financial experts, Jour 
Nat editors find mixed opinions. 
Comments range from “will pro- 
vide some relief” to “will hardly 
have any effect.” 

What are the reasons for this 
disagreement? What will the ef 
fect really be? It depends on your 
analysis of the economic. situa 
tion 

Kor example, Emanuel M. Spie 
gel says, “Assuming that nothing 
further disturbs the mortgage 
market, it should have a beneficial 
effect. It tends to stabilize the 
market both for new 414°% loans 


18 


ve 


FNMA’s 






what effect 
“1 for 1” 


plan? 


When FNMA’s “one-for-one” 


rules were worked out, realtors and 


builders hoped it would stimulate a stagnant mortgage market. In 


exclusive interviews with six industry leaders, JOURNAL editors find 
mixed opinions as to the plan’s effect. Some say its effect will be 
good but small, others say it could even be bad. One thing is certain 
— it is not a panacea for the real estate and home building industry. 
One leader says a free market for mortgages is the only answer 


By ROGER LAKEY, Managing Editor 


as well as loans at the former 
rates. It should help particularly 
in such areas as the south and 
southwest in which mortgage 
money has been traditionally in 
adequate. Lenders there will be 
able to increase their sources for 
future commitments by optioning 
from FNMA desirable loans on 
properties in other areas. How 
ever, it will take time to test the 
one-for-one plan fairly. In_ the 
market which has existed for the 
past few months no mortgage op 
eration could conceivably improve 
conditions single-handedly.” 

As one of the major influences 
in drafting the plan, HHFA Ad 
ministrator Albert M. Cole quite 
naturally supports it. In a gener 
al press statement made when the 
plan was announced, Cole said it 
“could benefit both the housing 
industry and government the 
housing industry by giving 1t com 
mitments for the future purchases 
of mortgages when the mortgage 
market is admittedly tight, and 
the government by the sale of its 
mortgages at higher prices than 
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would otherwise be possible.” 

In the midst of his countrywide 
‘“shirtsleeve” conferences on hous 
ing when contacted by JouRNAL 
editors, Cole preferred not to add 
at this time to the statement is 
sued 

Philip W. Kniskern says the 
program has merit, but its su 
cess “is hindered by the require 
ments.” He points out that the 
“114% fee creates a total cost 
which could be fatal.” 

Aubrey M. Costa says the plan 
“has possibilities in a weak and 
disturbed mortgage market 

Brown L. Whatley says it will 
“provide some relief for builders 
by offering support for future 
planning and construction through 
advance commitments now almost 
impossible to get in the private 
mortgage market. But, to the de 
gree it may serve this purpose, it 
will put more pressure on the pre 
sent mortgage market by absorb 
ing the short supply of private 
funds which will be needed to buy 
KNMA holdings.” 

Whatley goes into a detailed 
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analysis to support his views. He 
“Proposed sale prices of 
FNMA _ holdings are above the 
market. The loss to a purchaser 
by reselling today. plus the high 
charge of 114% shows that the 
plan is meant only to bring relief 
where the pressure for advance 
commitments for new construc 
tion is very great. By imposing 
difficult’ terms, FNMA seeks to 
reserve its limited funds. But at 
the same time the plan cannot 
help but have a depressing effect 
on the mortgage market and as a 
result is likely to prolong present 
conditions rather than 
them. 

“The present situation largely 
results from government insist 
ence on unrealistic interest rates 
Until the market is rid of distress 
offerings, anything the govern 
ment does to increase the supply 
of mortgages with unmarketable 
rates will further confuse an al 
ready demoralized situation. 

“If over-the-counter purchases 
are resumed, it might help clear 
up this confusion if FNMA would 


SaVs. 


relieve 


limit its purchases to existing 
mortgages not yet) permanently 
absorbed by the private market 

“It should now be recognized.” 
Whatley “that economic 
forces of supply and demand are 
stronger than government, and 
that controls, though well intend 
ed, if persisted in, will ultimately 
lead to disaster. Especially is this 
true when controls are not applied 
to all parts of economy alike. The 
price of mortgage money as re 
flected by interest rates should be 
decontrolled just as all other price 
controls have been removed. 

“If we are to have a free eco 
nomy and if mortgages are to 
compete fairly in the market place 
with all other types of invest 
ments, free interest rates on gov 
ernment insured and guaranteed 
mortgages is the only real answer 
to our present problems. This of 
course is not possible for govern 
ment insured and guaranteed 
loans today without an act of Con 
gress. but a means of minimizing 
mortgage market problems is 
available now. Congress has given 


Says, 


FHA authority to adjust its imter 
est rate to a maximum of 5% 
The present unrealistic rate of 
14%, cannot be propped up by a 
confusing and questionable dis 
count system which falls far short 
of meeting squarely and above 
board the demands of sound eco 
nomic and monetary policy.” 

C. Armel Nutter agrees with 
Kniskern on the plan’s effect. He 
says. “IT don't think it will have 
much effect. Not any more so than 
raising the interest rate from 4° 
to 414%. It may help if FNMA 
will take mortgages on houses of 
an advanced or non-standard style 
in order in an 
area, either for a project or a pat 
ticular property. Normally, of 
course. | feel that FNMA should 
be what it was intended for a 
secondary and not a primary mat 
ket. Therefore. other than for a 
few builders who have organized 
mortgape does not 
seem to me that it very 
influential.” 

Closely tied in with the one-for 
one plan is the question of wheth 


to act as a pioneer 


companies, i 
will be 





iow It Works 


SF eeeaer gs National Mortgage Association, a 
branch of the Housing and Home 
Agency, holds $2.4 billion in VA and FHA mort 
vages which it acquired before interest rates on 
such loans were boosted to 414% 
are VA mortgages carrying the unattractive inter 
est rate of 4%. If these were dumped on the present 
market, 
loss, and the already tight money market would 
be seriously affected. These mortgages would prob 
ably bring something less than 96. 

Under the one-for-one plan FNMA will issue a 
commitment to purchase eligible mortgages from 
an investor equal to the amount of mortgages such 


FNMA within one year after issuance of the com 
mitment. FNMA’s authority to issue such commit 
ments expires July 1, 1954, and the total amount of 
such commitments may not exceed $500 million 


par on one-to-four family dwellings and on a nego 
tiated basis for mortgages on multi-family dwellings 


at 97.75, and FHA and VA 414% mortgages at pat 


at par only FHA-insured and VA-guaranteed mort 





Finance 
Most of these 


the government would suffer considerable 


an investor purchases from FNMA. The mortgages 
to be purchased by FNMA must be tendered to 


Under the plan, FNMA will sell mortgages in its 
present portfolio which consists of VA-guaranteed 
and FHA-insured mortgages carrying interest rates 
ranging from 4 to 444°. FNMA initially offers to 
sell these mortgages at prices ranging from 96 to 


For example, VA Section 501 4% mortgages (except 
cooperative types) are offered for sale at 96. FHA 
114% Title IL, Section 203 and Title TX, Section 903 


Under the one-for-one plan FNMA will purchase 


gapes that bear the higher interest rates authorized 
recently by VA and FHA. The new maximum in 
terest rate on one-to-four family dwellings is 44% 
on both FHA and VA mortgages and 414% on 
multifamily FHA mortgages. All purchase and 
selling prices are subject to change without notice 

Investors desiring a FNMA commitment will be 
charged a non-refundable commitment fee of 1% 
of the total amount of the commitment made to the 
investor, Sellers of mortgages to FNMA will be re 
quired to pay an acquisition and service charge of 
4 of 1% of the principal amount paid by FNMA 

For example, suppose a builder takes an option 
to purchase from FNMA 4% VA mortgages for 
which he pays FNMA a total of $100,000, [tis then 
up to him to find a long term investor such as a 
savings and loan association or an imsurance com 
pany which will buy these mortgages at the price 
of 96 which he paid FNMA If he is obliged to sell 
the mortgages at something less than 96. he has to 
absorb the difference. In consideration for the pur 
chase of these mortgages from its portfolio, FNMA 
will issue to the builder (or the assignee of the 
mortgages) a firm one year Commitment 
to buy from the builder (or the assignee of the 
mortgages) $100,000 of the eligible VA and FHA 
mortgages at par as soon as they are executed, The 
builder pays a commitment fee of $1.000 to FNMA 
when the firm commitment contract is issued and 
a $500 acquisition and service charge when FNMA 
purchases the builder's new mortgages 

This “firm take-out” is the builder’s compensa 
tion for acting as a salesman for FNMA 


contract 
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er ENMA should resume over-the 
counter purchases of non-defense 
mortgages. As Whatley says, it 
might help to clean up some of 
the confusion which has been 
brought about by controlled rates. 

dut, Nutter believes a resump 
tion of such purchases would have 
an adverse effect on the entire 
economic structure. He says it 
would “put FNMA out of busi 
ness considering the amount of 
money they have, and I think it 
would be wrong. 

“There is little or no difference 
in the government direct lending 
and giving the money to FNMA 
and we, as mortgage bankers, in 
turn passing it out. It is still gov 
ernment money. It. still 
inflation and debt. 

“We must guard against having 
the government direct. lend as 
though in the mortgage business. 
It would be just as disastrous as 
going into any other business in 
competition to free enterprise. I 
realize that builders feel this pro 
yram is necessary, just as they felt 
it was necessary for the VA to 
legalize discounts which, in turn, 
caused FHA mortgages to suffer. 
Changing of VA regulations and 
the consequent results have not 
been beneficial and have only de 
pressed and retarded the market 

‘Builders felt’ this was impor 
tant when they requested this 
change, but Tam sure the results 
have proven that it was a great 
mistake. In the same manner, the 
realtors may believe that this 
kKNMA program would help their 
sales, but IT would just like to get 
this one point across if the gov 
ernment just picks up the one step 
which is the question of FNMA 
loaning to a mortgage banker or 
any other middle man and he in 
turn makes a profit and passes on 
the money to the builder or bor 
rower, then it will not be long be 
fore they will skip this step and 
vo direct into the lending business. 
and this is the pitfall T think free 
enterprise must avoid 

The law of supply and demand 
is a good measuring stick. We can 
not have a family formation of 
600.000 families a year (which 
creates demand for housing), and 
build 1.1 million houses a year if 
we admit that the war shortage 
has been caught up, unless we de 
molish some of our sub-standard 
housing units. Otherwise we shall 
create tremendous overbuilding 
and a very unhealthy condition 
which in turn would create a 
slump in demand and values 

The other weak link in the one 


creates 


20 


for-one program, which is a real 
danger and which has not been 
pointed out, is that FNMA can 
only commit so long as it has 
funds. Therefore. there is no real 
stability to the program if it were 
adopted. Future programing is al 
ways doubtful. The other factor is 
that FNMA should not go into the 
market to buy at the new interest 
rate of 414% and further depress 
the holdings of mortgagees who 
have taken the great volume they 
have on the 4% and 414% basis. 
This would cause the discount on 
GI and FHA mortgages to fall to 
a lower point in order to produce 
a proper competitive yield. 

“The one-for-one policy, in my 
opinion, is fantastic and should 
not be put into effect. It will only 
cause investors to buy at a larger 
discount and make securities less 
attractive and longer in reaching 
par, the point at which they 
should naturally be retailed at on 
a normal market. The discount 
will be just as great an evil as the 
premium has proved to be in the 
past. The plan will not only de 
press the market, but it will pre 
vent the government from refi 
nancing the long-term bonds at a 
reasonable interest rate and thus 
hamper their position in making 
a dollar worth a dollar.” 

Kniskern doesn’t wholly agree 
with Nutter. He says. “Resump 
tion of over-the-counter purchases 
by FNMA could be very helpful 
if not inhibited by a difficult regu 
lations period. FNMA discounts 
and requirements must always be 
considered with the price and 
other restrictions affecting a VA 
and FHA financing period. 
KNMA. FHA and VA. first start 
ed on sound business principles, 
are now confused by paternalism, 
other foreign purposes. and con 
stant changes.” 

Both Spiegel and Costa say it’s 
impossible to predict what effect 
over-the-counter purchases would 
have without knowing on what 
basis they would be handled. 

Costa says, “If FNMA buys the 
mortgages at a price under the 
current market it could have a 
stabilizing effect. If it buys at a 
price above the market it would 
be demoralizing and the available 
funds would be used up fast. A 
demand for more money would 
slow-up quickly.” 

Spiegel backs Costa’s opinion. 
He says FNMA can’t effectively 
support the market with the com 
paratively small sum it has in its 
“free funds.” 
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“Under these circumstances,” 
he says, “an over-the-counter op 
eration would do more harm than 
good. NAHB has suggested that 
the ‘free funds’ should be used 
only for buying loans of those 
classes which have not had an ade 
quate market, even though the 
loans themselves are thoroughly 
sound (such as loans for minority 
groups and for Title I, Section 8). 
If any further over-the-counter 
operations are to be started, we 
believe the most feasible plan 
would be to purchase a small per 
centage of lenders’ originations 
after a suitable base date.” 

An important point in this fi 
nancial picture is the 114% fee 
schedule connected with the one 
for-one plan. Kniskern has already 
said that the charge could be fatal, 
and Whatley believes it stringent. 

Nutter says the fee schedule is 
proper and restrictive “if FNMA 
wants to operate on this basis. It is 
generally considered that the mort 
gages that go to FNMA are not 
the cream and they are entitled to 
some fair charge for their risk 
capital. I should think it would not 
be an obstacle. since GI or FHA 
mortgages are selling at a discount 
country-wise,” he says. 

However, Nutter points out its 
limitations. He says large insti 
tutions or life insurance compan 
ies will not expose themselves to 
this charge. “Therefore,” he says. 
“it gets down to a mortgage com 
pany or building corporation in 
the mortgage business which will 
need or will be willing to pay this 
price for an FNMA commitment 
Then the question of the commit 
ment will depend on whether they 
have funds or not.” 

Costa says he doesn’t believe the 
fee will be an obstacle. “If FNMA 
is to provide a secondary market. 
those using it should not expect to 
get top prices for their mortgages. 
In the past FNMA has been too 
much of a dumping ground for 
the welfare of the industry.” 

Spiegel says the fee schedule 
plus any loss the builder has to 
sustain on the resale of the pur 
chased mortgage should not 
be an “impossible” obstacle. “The 
chief block to complete success of 
the plan will be the valuation 
which the market places upon 
loans bought from FNMA. In the 
current market. with good 414% 
loans quoted at prices providing 
yields out of all reasonable pro 
portion to other investments, re 
sale prices are likely to be so low 
as to prevent the plan from oper 
ating effectively.” 
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Do Owners 


Really Need 


Professional 


Management? 


By EARL B. TECKEMEYER 


Realtor 


Indianapolis, Indiana 


How often have income property owners said to you, “Why should I pay 


you a fee? All I have to do is collect rent, pay the taxes and bank the rest.” 


And what is your answer? To bolster your reply, here are vivid exam- 


ples of owners who failed at it themselves and sought professional help 


Ppennetc if an owner wants 
some real “punk” advice on 
handling his rental property, he 
should take his own. However, few 
owners realize this. Until they’ve 
learned a bitter lesson, it’s often 
difficult for a qualified manager 
to convince them of the value of 
his services. This was especially 
true under rent control i va- 
cancy problems were at a mini 
mum. The reasoning went like 
this: “Why should I pay a fee for 
professional management when 
all there is to it is collecting the 
monthly check, paying the taxes, 
and banking what's left over?” 
Not until it is almost too late do 
most owners realize the fallacy of 
trying to do a job for which they 
are ill-prepared , 

Here’s what happened to one 
owner and his wife who tried to 
manage a small group of secon 
dary store properties themselves 
They had been “playing by ear” 
and, surprisingly enough, doing 
fairly well, until there was a mar 
ket slump. One day a tenant 
moved. The owners hung a non 
descript “For Rent” sign in the 
window, but nothing happened 
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Another tenant claimed he could 
n't pay. but, since they already 
had one vacancy, they were re 
luctant to get tough on the collec 
tion problem. Finally, the couple 
came to us in a panicky frame of 
mind, Their real estate world had 
crashed around their heads. “What 
is the matter with this town?” 
they wanted to know. “Is it dead?” 

We quickly found nearby ten 
ants in crowded quarters who 
needed more space and who gladly 
filled the vacancy. Eventually, the 
poor payer was ousted and replac 
ed by a different type of business, 
a sound one. The owners had tried 
to replace a drug store with an 
other drug store, a grocery with 
another grocery, and so on. The 
solution was to change the com 
plexion of the property. Now a 
refrigerator equipment dealer has 
replaced a faltering storm sash 
outfit, and a general repair and 
carpenter shop has replaced the 
poor-paying furniture repair shop. 
Now the owners realize that man 
agement does have ideas and fore 
sight; that it can make plans to 
replace the slipping tenant before 
the downfall comes. 
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This management account did 
nt pay much, but here’s what 
happened afterward. The husband 
called us for aid in finding a house 
for a new employee who was mov 
ing into town. He assured the 
prospect that, from experience, he 
knew we could be trusted to serve 
as good guides through the prob 
lems of home buying. We 
that employee a $13,500 home in 
one week-end 

Under ordinary conditions 
and even under war-time disad 
vantages one man with an as 
sistant, a bookkeeper and a steno 
grapher, can calle handle 1,500 
units. And that one man you, 
perhaps won't need to devote 
more than three or four hours per 
day. Your assistant handles the 
collections, details and utility pay 
ments; the bookkeeper handles the 
books and prepares the owners 
statements; the stenographer an 
swers the phone, accepts rental 
yayments, and the book 
loceer You supervise the whole 
proceedings, deal with tenants 
who are problem cases, deal di 
rectly with most of 


sold 


assists 


the owners. 


(Please turn to page 28) 
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As a result of modernization, the 
building is now an up-to-the-minute 
shopping center conducive to busi- 
ness. Maximum gross income is now 
$14,900 per year, a boost of 33%. 
Total expenditure was $40,132 


£ 


© AFTER 


A look at modernisation 


New 


? , 
Guilds at When run-down commercial property 


28'/0" x 35'0" 
is modernized, it leads not only to in- 
creased revenue for both tenants and 
owner, but improves the sales value 
and prestige of the building. Here’s a 
striking example in which the annual 
gross income of a five-store building 


was boosted from $11,200 to $14,900, 


a 33‘, increase over the previous year 
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. Floor plan shows original walls in dotted lines. The 

/2 33 : 41237 z x cramped, poorly organized quarters were rearranged 

” 1 bs to best advantage. Present arrangement is shown in 

| t yy . . solid lines, The project was supervised by the Keyes 
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THEN is it profitable to mod 

ernize commercial property? 
Can you increase the revenue 
enough to justify the dollars spent 
in remodeling an aging. outmoded 
building? 

Here’s the story of a commercial 
modernization project that is pay 
ing off for the owners. the Tessa 
romatis Realty, Inc.. Miami. Flori 
da. The project was planned and 
supervised by the Keyes Company, 
realtors and property managers in 
Miami. 

Before the project: was started 
last year, the five shops were run 
down, cramped.and infested with 
termites. Large cracks appeared in 
the plastered walls and ceilings. 
and when it rained hard, water 
leaked through the floors in the 
corner store. 

An optometrist was renting store 
1225 (see illustrations) for $150 


= | 





VLAN Wad 


© BEFORE 


owners seldom took in that much 

These the main 
the decided to 
They chose the Keyes Company. 
Realtors, who had originally sold 
the property. as agents to super 
vise the entire job and certify all 
requisitions for payment. The 
project took two months to com 
plete. During the time, the owner 
was frequently consulted, but all 
on-the-job decisions were made by 
the Keyes Co., whose representa 
tive, Don Boerema, spent approxi 
mately 214 hours per day either 
on the job ol working directly in 
connection with this project 

To insure a quality job. the 
Keves ( ompany selected practical 
ly all the materials. including ele¢ 
trical and plumbing fixtures, as 
phalt tile.and hardware. Boerema’s 
time on the job was about equally 


were reasons 


owners remodel 


divided between Inspection of com 
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San Te ia 


Before modernization, the structure was an uninteresting, outmoded array of shops 
which detracted the neighborhood and vielded only a minimum income to its owners 


per month, still had two years to 
go on his lease. Store 1227 was oc 
cupied by a jeweler paying $100 
per month for extremely cramped 
quarters. Store 1229 vacant 
about half the time. with one small 
restaurant after another moving 
in for a few months’ trial and then 
moving out again. There was a 
passageway between 1227 
1229 leading into a dirty pool 
room which was extremely detri 
mental to the property. Store 1231 
was a bar 


Was 


and 


also detrimental to 
the property which paid $125 
a month rent. Store 1233-37 inclu 
sive was a neighborhood 5 and 10« 
store which paid $5.500 per year, 
minimum rental, on a percentage 
lease and never brought in more 
than the minimum rental 

The maximum yearly gross rey 
enue added up to $11,200. but the 
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pleted work and conferences with 
contractors and tenants leading to 
decisions with regard to changes 
and substitution for unavailable 
materials 

Numerous problems came up as 
portions of the building were torn 
down. For example, because of the 
age of the original structure, avail 
able blueprints were incomplete 
and extremely inaccurate 

Before the renovation 
concrete floors were 
1227-1229 and 
1231. and the entire level raised to 
above the high water mark. This 
brought them up to the level of the 
other stores 


Starting 
project, new 
poured in spaces 


floor 
the 
purposes 


Re-arrangement of 
and modernization of 
front the primary 
of the project. Work inside also 
included the installation of 


Spat c 
store 
were 


new 
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Plumbing throughout, new elec 
trical service to the building and 
a meter to rid the building of ter 
mites. New plastering was done on 
a per square yard basis over and 
above the contract price 

Due to the nature of the subsoil, 
the new building was constructed 
on 12-foot piling and slip joints 
were installed in the new concrete 
floor 
covered at the time the piling was 
driven and it was necessary to put 
in three 16-foot piles. (The balance 
was the standard 12-foot lengths 

The original contract price for 
the work was $33.040. There were 
seven change orders on the proj 
ect, totaling approximately $3,200 

Included in this amount was a 
$1.000 bonus for completion of the 
job by November 21, 1952.) In ad 
dition to the contract, asphalt tile 
was laid in store 1229 ata cost of 
$115 and in 1233-37 at a 
cost of SOOO, New fluorescent fix 
tures were installed throughout the 
building. over and above the con 
tract, at a price of approximately 
$1,600. Total expenditure was $40, 
132 

The shop fronts were covered 
with terrazzo brick 
Streamlined display windows are 
plate glass, illuminated by Edison 
Electric fixtures. In line with the 
Keyes Company management poli 
cy, sketches of awnings and signs 
were submitted by the tenants for 
approval of both design and color 
scheme to protect the appearance 
of the property 


A few low spots were dis 


store 


and adobe 


The bar. jeweler and optome 
trist hold-over tenants, but 
new leases were negotiated with 
the bar and The other 
tenants were selected from leads 
obtained by the Keyes Company 
leasing personnel, Schedules were 
compiled with a view to producing 
the highest gross income with ten 
ants well suited to do business in 
the and make money. Nat 
urally, business property surveys 
were obtained to compare with 
similar spaces and areas. Percen 
lage lease books were consulted to 
project the property’s income 
Maximum gross yearly income 
from the property now comes to 
$14,900 

Materials used in the moderni 
zation include: Kentile flooring; 
Stran-Steel joists; Gold Bond Pour 
ed Gypsum roofing; Mengel hol 
low Fenestra hollow 
metal General Electri 
switches outlets; American 
Standard plumbing fixtures; cor 
rugated ‘Transite parapet; pre-cast 
terrazzo store fronts 


were 


jeweler 


core doors: 
doors: 
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Multiple listing has become a subject of heated, 
provocative debate the country over. Whether you 
have multiple listing in your community or not, 
the subject may soon be of vital concern to you. 
After you've read the pros and cons in this article, 


why not send your own opinions to the JOURNAL? 


fee years ago 150 cities in the country had mul 
tiple listing boards. Now the number has dou 
bled. and some 50 additional cities are considering 
the idea. Many brokers swear by the system; just as 
many argue bitterly against it. Still others feel that 
they don’t need it. There are strong points on both 
sides of the question, and particular circumstances in 
various cities make it impossible to give a point blank 
‘yes’ or “no” on the advisability of adopting a mul 
tiple listing system 

Here are some of the arguments set forth by brok 
ers who represent both sides of the subject 

First, what is multiple listing? In a nut shell, the 
basic purpose of the system is to speed up real estate 
sales by making sale properties available to all real 
estate brokers and salesmen who are interested in 
selling them. Members of the multiple listing board 

which may or may not be the veal estate board 
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Multiple Listing: 
Will It Work For You? 





pool their listings. This gives all members a chance to 
sell all listings, supposedly producing a greater profit 
to each broker and providing better service to the 
public. It enables home buyers or sellers to go to a 
single participating brokers’ office where properties 
listed by all other participating firms are on file. 

Multiple listing operation may be set up in one of 
four ways: 1) an optional phase of the real estate 
board operation; 2) automatic membership of board 
members with multiple listing participation optional; 
3) mandatory membership and listings; and 4) sepa 
rate operation from the board. Almost half of the 
total number of multiple listing operations through 
out the country are separate from the board oper 
ation 

Those who are sold on a multiple listing system 
argue it raises professional standards in the real estate 
industry, creates goodwill and a spirit of cooperation 
among brokers. That it provides a superior service to 
buvers and sellers of real estate. stabilizes the market, 
and educates the public as to the value of real estate. 
They say the system multiplies the seller’s chance of 
quickly and satisfactorily selling a property because 
the property is brought to the attention of hundreds 
of prospective buyers. 

Furthermore, multiple listing saves a buyer the 
cost of advertising and worrying over countless de 
tails. It lifts a seller's dependency on one broker into 
the hands of many, thus assuring broader, prompter 
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action. These, they say, are strong selling points for 
any broker. 

Here’s what Ed Wallace. past president of the 
California Real Estate Association and champion of 
multiple listing has to say: “When the system is part 
of the real estate board, it is the greatest recruiting 
force a board can have. Many who would not join 
the board otherwise do so because of the multiple 
listing service. It offers them the best exclusives. dis 
courages direct sales between buyer and seller, and 
encourages the public to deal with realtors. The added 
income enables the board to increase its service to 
members. It furnishes statistical data that is of great 
value, and offers extensive advertising through TV. 
radio and published media. 

“Just as important. a realtor is able to keep a full 
house of listings in all seasons; and more properties 
for sale mean more sales for him. He can assure cli 
ents they have dozens of salesmen to serve them.” 

Brokers who oppose multiple listing say that the 
system is beneficial only to smaller operators who 
can sit back and rely on listings obtained by more 
established members. According to a prominent West 
Coast realtor, “multiple listing encourages part-time 
salesmen and salesmen of a generally lower calibre 
Thus, the reliable, established realtor suffers. 

“By the time you have divided a commission three 
or four ways and wiped percentage after percentage 
from the total commission,’ he adds, “there isn’t 
much left. There's little incentive for a saleman to 
work on property when he knows his commission 
will be divided several times. The result is, every 
one’s business is nobody’s business.” 

Another objection to multiple listing is that often 
times when property is listed with a multiple, it is 
forgotten, which is a waste of time and an injustice 
to the owner who believes his property is getting 
special attention. Exclusive listings get preferred at 
tention because they are taken only if they can be 
sold. 

What happens in actual practice? Some brokers 
who are members of a multiple listing system ai 
claim it as a great success; others have tried the sys 
tem, then dropped it. 


Paul C. Shay of Walker-Shay Reelty Company 
Des Moines, and past president of the Des Moines 
Real Estate Board feels the city’s 30-year-old multiple 
listing exchange has been invaluable to brokers. “It's 
made it possible to cooperate with fellow realtors,” 
he says, “to serve our clients better while we serve 
ourselves as well By this cooperative system, we sell 
other members’ properties and they sell ours, and 
over the period of time, cooperative sales have more 
or less balanced between realtors. The multiple list 
ing exchange has pulled us safely through depres 
sions and inflations.” 

On the other hand. a not-too-large real estate firm 
in California which around $300,000. of 
business a month, dropped the system because, a 
the firm’s officials point out, the division of every 
commission proved to be quite an item at the end of 
the month. With multiple listing not being board 
wide. many of the oldest firms in the board did not 
belong, and thus, the multiple was not much help to 
this firm in obtaining listings of the type of proper 
ties it was handling. In actuality, the firm found it 
was selling most of its own properties without coop 
eration 

One of the main factors to consider in studying 
these opposite points of view is that the former is 
mandatory. the latter voluntary. Most brokers who 
are sold on the multiple listing system believe the 
mandatory set up is the healthiest. Their argument 
Any office is willing to show its poor listings, but the 
knowledge that the most salable listings are also re 
ported under the mandatory plan inspires confidence 
and a better relationship 

Most champions of the 
its SUCCESS depends first onoa spirit of cooperation 
among broker members of the board. Next, there must 
be a clear agreement on listings what percent goe 
to the listing broker. what percent to the selling brok 
er. Adequate original financing must be provided 
Strong leadership, and a good secretary and staff to 
operate the service are important A proper tax struc 
ture must be set up. A system of enforced rules and 
regulations that protect: everybody 
sential. 
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Why M-L WORKS 
for Us 


By R. HERBERT CONNOLLY 
Realtor 
South Orange, New Jersey 


| BELIEVE that a real estate board whose territory 
is not too extensive to permit adequate service of 
its listings, and whose members are predominantly 
in the same type of selling, should adopt a multiple 
listing system. Why? Because it helps stabilize the 
sale of real estate and improves each the income of 
individual members as a by-product. Brokers and 
salesmen who wish to wait for the full commission 
may wait a long time. Parts of many commissions 
add up to a sizable income. 

The Board of Realtors of the Oranges and Maple 


(Please turn to page 26) 
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Why M-L DOESN'T 
it My Office 


By ROWLAND HARDEN 
Realtor 
Haddonfield, New Jersey 


( U'R real estate office is located in a strictly resi 
Haddonfield. New Jersey. Un 
fortunately, the street is only two squares long and 
there are many people in town who are unfamiliar 
with the location. This means. in order to bring 
people to our office. we must do considerably more 
advertising and spend more on signs than we'd have 
to do if were on the main street 
Still. with this disadvantage, we have built up our 
office to a point where we have ten salesmen and 
four girls. However, we get practically no transient 


dential area of 


(Please turn to page 26) 
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wood, New Jersey has been organized since 1911. 
Multiple listing was adopted in 1921. Our board 
numbers over 90 offices. serving a suburban area of 
eight towns with a combined population of approx! 
mately 225,000. Our dealings are largely in resi 
dential sales. We are fortunate in having within our 
membership a very high percentage of licensees 

We feel that since most offices in our area have 
small sales forces, M-L, is a real advantage because 
it saves time in seeking out and keeping current a 
stock of salable properties. We are willing to share 
our listings in the knowledge that our fellow mem 
bers will also share theirs, making it possible for us 
to spend more time selling and less time listing 

We know that the limited budgets of the average 
small brokers are inadequate to enable them to keep 
their sellers satisfied with advertising and sales ac 
livity. However, with the help of fellow realtors. we 
give the sellers good activity and good results. Sellers 
can more quickly decide what their property is 
worth, if many prospects are offered the property 

The sales of a member's listings by other brokers. 
produce a regular source of income which enables 
the listing broker to meet his office overhead 

I do feel, however, that in considering the adop 
lion of a multiple listing system, a real estate board 
must make a careful survey of its territory, the size 
of the board area in which its members operate and 
the kind of business done by the majority of | its 
members. If most of the members cannot or will 
not operate regularly in most of the territory. the 
system fails to reach its highest effectiveness 
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business until after buyers have visited the other 
brokers’ offices. Then when they don’t find what 
they want, they come to us because they have seen 
our advertising 

If we tried to operate under the multiple listing 
system. you can see that we would soon have to go 
out of business. Transient buyers would go into an 
office on the main street where all properties in 
cluding ours were listed. The broker would sell 
our listings and we would be unable to survive on 
the meager listing commission. 

Also, many of the residents who have lived in 
Haddonfield all their lives feel that the local brok 
ers should be very choosy as to whom they submit 
properties to, so as to maintain a class of people in 
the various sections who will “fit” from a social and 
financial standpoint. This can only be done by a 
broker who is thoroughly familiar with the various 
sections of town. Under a multiple listing set-up, an 
out-of-town broker interested only in a commission 
might submit a listing to a prospective purchaser 
who would not fit in that particular location. 

In our county there are 37 municipalities and 
there is sufficient business in each municipality to 
take care of the brokers who operate there. These 
brokers have the interests of the community at heart 
and do everything to protect it. Under M-L. an out 
sider could come in, make a deal. collect his com 
mission and get out. 

For these reasons, I do not feel that the M-L sys 
tem would be a satisfactory arrangement here in 
Camden County 
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(Continued from page 23) 


and supervise repair and moderni 
zation work, The rest of your time 
can be devoted to developing your 
other talents. You can do 
brokerage, become a competent 
appraiser, and search out new 
owners Who need to hear the man 
agement “gospel.” It works just 
that way! 

Handling 1.500 or more ten 
ants isn’t any pienic. In fact, it’s 
just about as irksome as taking 
1,500 little kids on a picnic. Ten 
to 15% of them will get off the 
track; that means 150 kids that 
really need watching. But when 
you get home with them, all safe 
and sound and some of them prop 
erly spanked, the track-jumpers 
will be the ones who know you 
best, like you most, and tell their 
Mothers what a nice fellow you 
are, It’s the same with tenants. 

Instead of being a chore and 
the bane of your existence, han 
dling complaints can be your very 
point of rendering superior sery 


some 
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ice. The gentle voice in response 
to the hell-raising one; the earnest 
effort to get the job done even 
though the hour is late and your 
crew is off duty: the willingness 
to intercede with an owner for 
needed work although you know it 
will probably do little good all 
this adds up to a host of people 
dealing with you who are your 
satisfied friends 

We have no complaint depart 
ment in our office. Tenants make 
requests, and these are satisfied 
If I call a business, and the phone 
rings and rings, | am positive that 
they are not much interested in 
me, and am at cross purposes with 
them when they do get around to 
answering. In our office, the tele 
phone rings but once. We are 
there, ready for whatever comes. 

Our tenants are our Customers 
just as much as our owners and 
are entitled to the best we have to 
offer. If it’s a leaking faucet, a 
burst pipe, lights out of order, or 
a clogged sewer, it is handled im 
mediately. 

If you funnel enough work to 
certain. well chosen plumbers, 
electricians and carpenters and get 
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them to feel as you do about it, they 
will cooperate. A call from your 
office gets top priority, because 
they know that a second call from 
the tenant to you because they 
failed to show, reflects on them as 
well as on you. This makes the 
business of handling requests (not 
complaints) relatively simple. It 
guarantees owners good work 
manship at lower prices. Above 
all. it builds goodwill in the mind 
of the tenant. And some day, the 
tenant may be a buyer and owner. 

Even though for the average 
realtor there is not sufficient man 
agement volume to warrant huge 
expansion, it pays for itself —— and 
more. It brings the realtor in con 
tact with the people and with his 
product in such a way that he can 
demonstrate he knows his busi 
ness. He builds a comfortable and 
lasting relationship with a host of 
people who are interested in the 
same things he is real estate. 

All you ever need do to be a 
yreat salesman is to make people 
like you, and then never betray 
them. There is no better way to 
get them to like you than to serve 
them in little ways. Try it! 
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D cctry packs punch 


| eq do you get people to visit your demonstration houses? By advertising 
of course. But it must be done in a way that will ¢ apture 

attention. To make your ad stand head and shoulders above the others on the 

page takes down-to-earth creative thinking. 

Gettysburg Construction Company, Gettysburg, Pennsylvania, has done 
just thi at with ‘the series illustrated here, in which poetry is used to get its selling 
message across. The campaign was plan inned by an advertising re presentative 
of the "tees al newspaper. 

Note that no houses are pictured in the series. It hammers away at the idea 
that beautiful Colt Park has the right house built in the right way for the 
home seeker. The four-column by six-inch ads are not overworked with details 
about the houses. They are designed to gain attention and stimulate interest, 
desire, and action. The -_ not attempt to sell the houses. The pleasing use of 
white space and the interesting variety of type sizes further add 
to their effectiveness. 
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fe 1927, the Cheel Construction Company, realtor 
builders of Ridgewood, New Jersey, started a colo 
ny of custom-designed homes on 13 acres of ground 
in Ho-Ho-Kus. New Jersey. Since then, the develop- 
ment named Cheelcroft has grown to 170 
acres with about 200 homes priced from $26,500 up. 
The addition is considered one of the outstanding 
residential areas in the state. 

One main reason is that the homes offer maximum 
service and convenience to the owner and his family. 
lor example, one of the recent homes a two-floor, 
six-room dwelling priced at $34,700 is fully 
equipped with Hotpoint and General Electric appli- 
ances, and features year-round G. E. air condition 
ing and a Unicron refrigerant cooler. It is built on 
more than a quarter acre plot, fully landscaped and 
hrubbed to fit in with the surrounding area. At the 
rear a large screened-in porch overlooks a garden 

| pstairs a novel, three-compartment bathroom has 
a tub-shower with sliding doors, twin lavatories, two 
toilets, and a Matico rubber tiled floor. Downstairs 
there’s another All plumbing fixtures are 
Crane 

The modern kitchen features an array of Hot 
point equipment: an automatic dishwasher, a double 
oven, push button electric range, and a self-defrost 
ing Wcubic foot refrigerator. The kitchen has many 
spacious wood cabinets, ‘Textolite counter 
breakfast area and a side entrance to the yard 

In the basement there’s a finished recreation area 
with a bar, a Hotpoint clothes washer, dryer, and 
ironer, an 82-gallon electric water heater, and a Hot 
point home freezer. (The purchaser is offered one 
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Cooperative promotion sells a subdivision for Ho-Ho-Kus realtor-builder 


vear’s free rental locker at Frozen Food Center, 
built by Cheel Construction, with the privilege of 
purchasing frozen food at substantial discounts. ) 

Other features of this home include a_ two-car 
garage with Better-Bilt doors, G. E. remote lights 
and wiring, light conditioning, Anchor combination 
windows and doors with storm equipment and 
screens, double thickness 4-inch insulation, colonial 
siding with Vermont slate roof, built-in-drawers and 
closets, a sliding bookcase which can be used as a 
storage area, and many safety devices. 

Hotpoint and General Electric tied in with Cheel 
on the advertising, and newspapers in the New York 
metropolitan area carried advertisements in which 
the home was called “the Hotpoint House of the 
Fifties.” Public relations, handled through the Kay 
lon Public Relations Inc., was tied in directly with 
Cheel Construction Co. Cheel has his own sales force 
which showed the model home. 

Other homes available in Cheelcroft include a five 
room, two bed room ranch with partial cellar and 
one-car garage; a six-room ranch with two bath 
rooms, full basement, and two-car garage on a 90 
foot plot; and a four-bedroom, two-bath home with 
full cellar and one-car garage 

Part of the appeal of Cheelcroft homes is due to 
the curving, well shaded streets in the area, the well 
developed plots of ground, and the location, Cheel 
croft is highly elevated and catches cool summer 
winds. Other features are nearby public and pa 
rochial schools and churches and the modern shop 
ping area in Ho-Ho-Kus. Recreation facilities also 
are convenient, and include swim and play areas 
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St. Louis builder offers custom-built features in mass-produced homes 


| EALTOR-BUILDER Joseph H. Vatterott’s motto 

is “Build it as if you were going to live in it 
yourself.”” And that instruction goes to every man on 
iis home building crew. 

While assembly-line techniques are used, Vatter 
ott concentrates on producing a medium priced home 
of top quality materials, design, and workmanship. 
This build ’em right premise has been responsible for 
the successful completion of his fourth subdivision in 
the last three years. 

What are some of the extra features and services 
offered to his buyers? 

Vatterott’s first move is to engage a competent en 
gineering firm to see the land is properly engineered 
and graded. This is done in order that the subdivision 
be best serviced by incoming utilities as well as to get 
proper storm water drainage. 

Next step: A competent and practical architect is 
called in to coordinate engineering soundness with 
architectural planning. As construction progresses, 
the architect makes weekly inspections to see what 
and where improvements can be made. 

Another first step is to make certain each home gets 
plenty of living space an appealing feature for 
families with children. 

A number of brick and brick-and-frame combina 
tions are offered in the 151-home, Ferguson Hills sub 
division. Exteriors are California redwood siding com 
bined with roman brick. Johns-Manville, Ruberoid 
and Certainteed roofing are used 


silt- Well picture windows, french doors leading to 
a porch-patio, separate or combination living-dining 
room jus three bedrooms, attached garage, and 
steel WO cos ed concrete basement are other features 
All rooms are on one floor averaging 1,250 square feet 

In an $18,450 home, Vatterott offers optional Gen 
eral Electric air conditioning. Also included in the 
one price are disposal units and automatic dishwash 
A General Electric gas-fired furnace, Insulite 
sheathing, Kewanee steel basement sashes, U.S. Gyp 
sum laminated dry walls, and Mosaic clay 
kitchen and bath are additional attractions 
fully sodded and have complete shrubbery 

Vatterott emphasizes that the little things contri 
bute mightily toward sales value. For example, he 
includes overhead garage doors, and to help prevent 
fogged mirrors he installs a Nu-tone ceiling ex 
haust fan for each bathroom and kitchen. Too, buy 
ers are offered expert decorating counseling and pick 
their own tile, paint and wallpaper 

Vatterott goes along on the premise that “it pays 
to advertise,” (ads are always kept believable, never 
high powered) but gives greater importance to good 
public relations. This program includes a_ periodic 
Inspection with each home owner. 

“We take nothing for granted.” Vatterott points 
out. “We're vitally interested in knowing our cus 
tomers are satisfied and feel that friendly custome: 
relations is our greatest asset. By giving people what 
they want, we're selling in the most concrete way.” 
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Part I 


By BERT V. TORNBORGH 


N_ business, there is no substi 
i tute for facts, and to keep facts 
at hand involves record keeping. 
The question is: how can we keep 
records in the simplest. most effec 
tive way? 

A prerequisite of any system 
is orderliness. Without that, you 
might as well give up. With it, 
the smaller home builder can start 
his record keeping right in_ his 
checkbook. In the income end, he 
lists on the back of the stubs the 
collections which go to make up 
his bank deposits, showing dates 
and names. If he borrows money 
on a note, for imstance, the net 
proceeds of the note also are en 
tered. He has then a chronological 
record of money coming into the 
business —— some of it sales income 
on a cash basis, some of it borrow 
ings to be repaid later. 

To show outgoing cash, he fills 
in check stubs with date, name of 


payee and what the check was 
drawn for “wages”, “insur 
ance’, “materials”, ete. That is 


his basic cash record which tells a 
fairly detailed and accurate story. 
The simplest way to handle ac 
counts receivable is to make dupli 
cate copies of bills that go out to 
customers, and file them in alpha 
betical order. If a part payment 
is received, it is noted on the in 
voice-copy and any remaining bal 
ance after that stays as a receiv 


x0 


counting system 


for home builders 


An efficient accounting system is a must in every business, but that 


system needn't be overbearing. Here, a noted CPA tells your home 


building department how to keep books orderly without red tape 


able. When paid in full, the copy 
is so marked with the showing 
date. Then the COpy is filed away 
in a permanent file 
This approach ts perfectly satisfac 

tory for the smaller builder who 
wants to keep his bookkeeping 
overhead down, but it must be 
done in an orderly fashion. If some 
copies aren't filed where they be 
long and eventually get lost, it 
may mean that much money down 
the drain. The builder's memory 
should not be trusted as a backstop 
to disorganized files. 

Accounts payable work the same 
way. File bills to be paid in alpha 
betical or « hronologic al order, note 
any partial payments on them, 
then file them permanently when 
paid in full 

What other 
smaller. cash- basis 
quire? For payroll tax and com 
pensation insurance purposes he 
will need a payroll book, showing 
daily hours worked by each man. 
rate of pay, gross and net earn 
ings, income tax and social secur 
ity withheld, and any other de 
ductions that are in order. This 
payroll book is a standard record 
that can be picked up in a station 
ery store. Along with it he should 
have payroll envelopes with de 
tachable flaps on which to receipt 
for the pay, and on which can be 
written the gross pay, deductions 


customers 


records does the 


operator re 
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and net pay. (Federal law re 
quires that the employee get such 
a statement along with his pay. ) 

Should he pay by cash or check? 
That depends on the conveniences 
of the locality. If the employee 
can't cash his check without undue 
inconvenience, he should be paid 
in cash. Some states require the 
employer to obtain a permit from 
the State Labor Department. or 
like agency for paying by check 
Local rules and ordinances should 
be checked in this respect 

A builder is quite likely to have 
more than one project going at the 
time. That makes it necessary for 
him to keep track of costs by cus 
tomer’s name or by project loca 
tion. Individual time tickets should 
be so designed that the men can 
clearly record what job they 
worked on and the number of 
hours on each 

The costing record for the small 
er builder can often be kept on a 
large columnar worksheet. The 
sheet is set up for each location, 
and the time tickets and material 
bills are posted to the projec t sheet 
they pertain to. 

Costing is a necessary evil for 
the smaller builder. If he works 
under a fixed price contract, he 
still wants to know how he comes 
out on the job — to the good or in 
the red. The cost facts will also 
serve as a basis for future estimat 
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ing on similar jobs 

Should the contract be for “time 
and materials”, or “cost plus” or 
the like, it is even more important 
to keep accurate tab on costs per 
project. The customer may want 
to look over the details of what he 
is asked to pay for, and the build 
er’s reputation is at stake if he 
can't produce the facts in a rea 
sonable and orderly manner. 

“Extras” are a big headache be 
tween customers and builders. We 
all know that there are times when 
builders will come in with low 
bids to snare the job, hoping from 
the ‘“‘extras” he can recoup some 
thing better than the originally 
figured, slender margin. There are 
other times when builders, who 
have endeavored to run the jobs 
on a tight time schedule, find 
themselves tangled up with vari 
ous unforeseen extras that put a 
crimp in the works and mean 
money out of pocket. In either 
event, to prevent bickering and 
difficulties with final collections, 
it is always well to have signed 
contract riders specifying the ex 
tras; do not leave them to oral un 
derstanding. 

In a simplified accounting set 
up these various “papers” are an 
integral part of the system, all 
having to do with the facts of 
incoming and outgoing money 

Insurance is often confusing to 
the average smaller business. First. 
there is the question of types of 
coverage that are necessary or de 
sirable. Often a businessman thinks 
he has certain coverage. only to 
find out that he never got around 
to arrange for it. Then there is the 
inevitable fact that policies expire 
at different dates. run for different 
lengths of time. Finally, all the 
small print, and the riders and en 
dorsements, are written in techni 
cal language, difficult to under 
stand. He has to fumble with the 
average policy for some time be 
fore he can tell what kind of cov 
erage it provides. 

An insurance schedule should 
be kept which lists every policy 
in effect, shows dates, names, pol 
icy numbers. amounts and types 
of coverage, premium paid and 
any other pertinent information 
Insurance brokers will often fur 
nish such schedules to their clients 
but, if not. the builder should set 
one up for his own information 
and guidance. Only by getting the 
facts in detailed schedule form can 
he get a bird’s-eye view on his in 
surance situation, one that is of 
vital importance to his business. 
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New York realtor, B. J. Bergton, produces a television program each 
weck which gives the do’s and don'ts of buying and building homes. 
Along with it he merchandises his and other realtors’ homes for sale 


He 
Sells With 


TV 


NJEWSPAPERS and radio are 

the two most popular medi 
ums for merchandising real estate 
Although TV time is expensive 
some realtors who have tried it 
feel it is one of the most effective 
ways to advertise both new and 
used homes. 

B. J. Bergton, realtor with of 
fices in Teaneck and Bergenfield. 
New Jersey. began producing his 
own series of Saturday night tele 
vision shows last April over the 
New York Daily News 
He calls his program, 
hunting with Bergton.” 

From the start, Bergton made 
every effort to concentrate on pub 
lic service. The thinking behind 
his programs is that advertising 
homes by 


station 
“House 


using spots 1s too ex 
pensive on a program of general 
entertainment nature. But if the 
entire program is devoted to sub 
jects of interest to home seeker 
and the presentation of homes be 
comes part of the show, it is ef 
fective for creating goodwill and 
customer interest. “It takes time 
for a TV program to catch on, 


he warns. “-— even a good one 


JouRNAL —~ September, 1953 


and unless it’s planned on a long 
term basis, it should not start at 


all.” 

Bergton shows pictures of hous 
es in developments throughout the 
Metropolitan area. Many are in 
tracts he does not himself repre 
sent, but he accepts them if they 
offer something interesting in at 
chitecture or provide other fea 
tures, and the sales price is reas 
onable 

Bergton’s staff 
tures of every used house in then 
listings. The top half-dozen val 
ues are selected for TN 
and the realtor say 


CXAMITLES pole 


showing 
there have 
been frequent sales of those home 
plus other 
the TV show pent more 
than a year preparing his show 
The format 
film on 
money, energy, 


directly traceable to 


sergton 


includes a short 


some angle of saving 
and time in sele¢ 
ite and buying 


and his low ally 


tion of a Jergton 
prominent guests 
discuss all phases of buying and 
selling. site selection. appraisal 
construction, financing, and beau 
tification. maintenance, and in 


surance of real estate 











HOLDING PERIOD FOR CAP 
ital gains begins on the day follow 
ing date of acquisition and ends on 
the day of sale, per a recent court 
decision. (Fogel, CA-5). Under 
I'l. 3985, which has been modified 
by this current decision, the day 
of acquisition was the beginning 
date 


WHEN A CORPORATION 
sells property to its stockholders at 
a price less than cost or fair market 
value, the difference between the 
elling price and the fair market 
value is a dividend in kind accord 
ing to the tax court. (W. G. Ma 
guire & Co., Inc.) However, if the 
distributor corporation’s accumu 
lated earnings are not sufficient to 
allocate such dividends in kind as 
payable from earnings accumulat 
ed, the amount of such dividends 
in’ kind, which exceed the earn 
ings, merely the 
the stockholders’ investment in the 
distributor's stock 


reduce basis of 


TAXPAYERS WHO PAY 
quarterly on estimated declara 
tions should see that they have 
paid at least 80° of their tax hia 
bility by January 15th of the sub 
sequent year. It seems that strictet 
enforcement is) coming on_ this 
phase of the income tax laws 


RECORDS AND BUSINESS 
profits. The Bureau of Internal 
Revenue, in substance, says that 
a business should keep accounting 
that will reflect its) true 
The distinction between 
business records and records that 
reflect true income is important, 
not only for tax purposes but for 
use of management. A recent ex 
perience with this type of records 
brought out the 
quences that might result. It 
a business where bank deposits 


re ords 


mIcome, 


serious Corse 


Was 





po tte 


could be considered income in the 
absence of more complete account 
ing records. and such a situation 
existed in this case. 

old fashioned 
method of handling some transac 
tions the deposits were greatly in 
creased by duplication. This was 
not as easy to detect as it might 
seem, but required rather close 
analysis of the detailed operations 
to determine the true profits. The 
accounting system was revised to 


2 P 
Because of an 


prevent reoccurence of this mis 
take 
WATCH YOUR FILING OF 


information returns on Forms 1096 
and 1099. Refer to Supreme Court 
Decision (U.S. vs James J. Carroll 

April 27. 1953) Form 1096 is 
1 summary of Forms 1099 prepar 
ed and attached, However, Form 
1096 is the important one, because 
the employer signs this return as 
a “true and complete return. of 
payments” made during the calen 
der year as per attached 1099s 
Section 147, IRC. provides that 
you file Forms 1096 and 1099, and 
Section 145 (a) provides that any 
person required by law to make 
uch a return, who wilfully fails 
to do so, shall be guilty of a mis 
demeanor and on conviction be 
fined not more than $10,000 or im 
prisoned for not more than one 
year 


IN WHAT YEAR CAN YOU 
deduct a casualty loss? The amount 
of a casualty loss resulting from a 
freeze. storm. or flood is sometimes 
hard to determine as having o¢ 
curred in any particular year 
Therefore. if a deduction 1s 
taken in any other year than the 
one in which the casualty loss o¢ 
curred, all 


loss 


must be care 
fully analyzed and presented as 
substantiating argument. In the 
case of (U.S. vs Barrett). a freeze 


factors 
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occurred in 1943 
extensively damaged trees and 
shrubs. In 1946, the exient of the 
loss was determined and deducted 
It was allowed. However. in an 
other Isabelle B. Krome vs 
Comm.) in 1945. a hurricane de 
troyed fruit trees of the taxpayer 
and damaged others. The extent 
of the loss on the damaged trees 
could not be determined until 
1946. The court decided that the 
ss occurred in 1945 regardless of 


1944 and 


and 
! 


Case 


! 
! 
the lingering death of some of the 
and was deductible in ihat 
year. In respect of the uncertain 
factors deciding each of the above 
cases a casualty loss should be tal 

en in the year of its occurrence 


trees 


A TRUST 
dividual’. as defined by ¢ 
tion 24 (b 1) (B 
to a tax court decision 


IS NOT AN “IN 
ode Ser 
according 


Lexmont 


Corporation vs. Comm \ corpo 
ration on the accrual basis can 
therefore deduct interest accrued 


during the taxable year but which 
has not, on a cash basis, been paid 
at any time to a trust which 
all of the corporation’s stock. Un 
der Section 24 (b). if an individ 
ual owns more than 50° of the 
stock of the corporation 
interest to be deductible must. be 
paid within two and_ one - half 
months after the close of the tax 
able year or paid within the tax 
able year. This 
of course, must be due the individ 
ual owning 50% of the stock 


OWT 


accrued 


interest 


accrued 


DISPOSITION OF PROCEEDS 


from fire insurance losses. Under 
a decision of the tax court 

Ticket Office Equipment Com 
pany, Inc., vs. Comm some 


pertinent points were brought out 

1) Insurance proceeds from pat 
tial destruction of biulding by fire 
are held taxable to 
the gain represented by the differ 
ence between the proceeds and ihe 
portion expended for replacement 

2) Taxpayer suffered a loss of 
miscellaneous items including in 
ventory 
ance. No income wa 
the unreplaced inventory and on 


the extent of 


and received some insut 
realized ‘ Il 


certain other items. I! as not 
essential that the insurance pro 
ceeds be allocated in any specific 


manner to the individual items de 
stroved 
for were deductible 


Losses not compen ated 

3) Fees paid lo attorneys and 
others to collect fire 
claims are ordinary and necessary 
expenses and deductible 


Ihistirance 
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Sliding door in wall can be pulled out to compartmentize bath 


and powder room. Walls and floors are all finished in ceramic tile 


| OME owners no longer con 

sider a two-bathroom house a 
luxury; to many, it’s a must. At 
least this is true if the sales popu 
larity of homes with extra bath 
facilities is any criteria. 

In a recent survey taken by the 
JOURNAL, 24.1% of our readers re 
ported their best 
had 114 bathrooms; 14.3% re 
ported their best selling homes 
were equipped with two full bath 
rooms 

One reports: “Recently 
our company put up 132 houses in 
the $14,500 to $17,000 price range 
ina Toronto suburb. One hundred 
and three were equipped with 
multiple bath facilities 

Within 13 days we had sold all 
but six of the houses, doing a busi 
ness of $1.890.000. We're convine 
ed that what sold the buyers was 
the “extras” provided by these one 
and one-half story. three-bedroom 
homes. Extra bath facilities were 
one of the strongest attractions.” 

Sales figures showed that 16 
buyers bought two-bath homes at 
$17.000; 79 bought one and one 
half bath homes ranging from 
$14.700 to $15.400, while only 30 
bought the 


selling homes 


readet 


three-bedroom, one 


Is the 
Extra Bath 

Worth 
its Cost? 


Many leading builders and realtors say it is, that 


in most cases extra bath facilities sell the home. 


bath model selling from $14,500 
to $14,700. 

Some builders now 
bedroom, two-bath houses for as 
low as $10,000 to $12,000. The 
medium price range for the multi 
bath homes is $16,000 

Frank and Nicholas Murphy of 
Murphy Builders, Joliet, Ilinois, 
equip their medium priced homes 
with multi-bath facilities. Murphy 
homes, priced around $25,000, all 
have a bathroom complete with 
tub and shower, plus three differ 
ent powder rooms 

Frank Murpliy explains the rea 
son for this abundance of bath fa 
cilities this way: ““We sell ou 
homes to growing families whose 
need for multiple bath facilities 1s 
greatest. In showing our homes, 
we first take a couple to look at the 
bathrooms. Quite frankly, I’m con 
vinced that right there is where the 
sale is made 

“The wife thinks about the chil 
dren and how they can have a 
bathroom all to themselves, just as 


offer three 


can she and her husband. She thinks 


the convenience of 
facilities in 


about extra 
bath entertaining 
friends and overnight guests, not 
to mention the added advantage of 


One builder equips all his houses with a full 


bath and three conveniently located powder rooms 


having a bathroom that can be as 
signed exclusively to some member 
of the family when illness strikes 

“The father thinks of a leisurely 
morning shave before leaving for 
the office, uninterrupted by small 
fry in a hurry to get to school 
Multiple bathrooms — effectively 
solve the morning bathroom traf 


Drawing shows unique arrangement of 
bathtub and shower combination and two 
powder rooms which serve both living and 
third room 


kitchen of the $25,000 homes 


sleeping areas. A powder 


serves the 
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fic problem, which is a continual 
source of annoyance and irritation 
to many families.” 

This has been borne out by the 
popularity of Murphy homes. 
Families are waiting to move in 
even as the decorators are apply- 
ing finishing touches. 

In the Murphy-built homes. 
two of the three powder rooms and 
the room containing bathtub and 
shower combination form a com- 
pact unit serving the three bed 
rooms. The third powder room is 
located just off the kitchen. 

The main bathroom area is 
planned so that the two powder 
raaisie flank the room containing 
bathtub and shower combination, 
permitting the economy of short 
pipe runs. By this arrangement, 
one of the powder rooms is enter 
ed from the master bedroom. The 
other is entered through a door in 

hallway leading from the main 
part of the house, 

The three units of the main 
bathing area are compartmentized 
for complete privacy. This permits 
simultaneous use of the two pow 
der rooms and the bathtub and 
shower combination. 

All but one door, which slides to 
disappear into the wall when not 
in use, are hinged. The sliding 
door closes off from the room con 
taining bathtub and shower com 
bination, and connects the powder 
room with the main part of the 
house. A hinged door was imprac 
tical here because it would have 
collided with the plumbing fix 
tures 

An unmistakable sign of good 
planning and arrangement of the 
powder rooms is the fact that when 
the hall door opens the water closet 
is completely hidden from view. 

At a glance it might seem that 
installing additional bath facilities 
in a home must cost twice as much 
as one bathroom. That isn’t true. 
Where two bathrooms are install 
ed back-to-back or side by side, as 
in the Murphy homes, or when 
they share the piping system with 
kitchen or laundry, important sav 
ings in installation are made. 
These tend to offset the cost of the 
three fixtures, piping, extra square 
footage required, labor and mate 
rials. 

A bath and a half bath separated 
by a partition doubles the use of 
the room, yet because fixtures can 
be installed along one wall shar 
ing the same piping system, the 
additional cost is only around 
$100. ‘This relatively small added 
cost is more than compensated for 
by the increased sales appeal. 
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Anderson’s Open Forum 


Dear Mr. Anderson: 

The form of listing mentioned 
in your column on page 18 of the 
June JouRNAL is not legal in New 
York State. The law sets a definite 
expiration date, which must be 
mentioned in all real estate list- 
ings in our state. It can only be 
extended by the owner or owners 
signing another listing for another 
stated period. He must be careful 
because we have 48 states and I 
imagine each one has separate and 
distinct laws governing real estate 
brokers in the listing and sale of 
property. 

George L. Guinther 


Buffalo, New York 


Our correspondent refers to an 
item where I mentioned that a 
listing may provide that it shall 
continue until it is revoked. This 
would prevent it from lapsing aft 
er a reasonable length of time. I 
appreciate the caution that he 
gives me, and pass it along to you. 
There is no rule of law that is so 
general that it has no exceptions. 
Every item that you read, you 
should ask yourself, “What is the 
law of my state?” 


Dear Mr. Anderson: 

Your discussion on exclusive list 
ings interests me. However, what 
may be good business and ethical 
in one state, may be found unsat- 
isfactory in another. For instance, 
New York State discourages the 
use of the so-called “‘continuation” 
or “open end” exclusive listing, 
similar to the case discussed in 
your recent column. 

The state of New York has re- 
quired all of the real estate boards 
in which I have membership to 
discontinue the “continuous” form 
of exclusive. We are required to 
set a definite number of days or 
months. At the expiration of that 
veriod the “exclusive” expires, un- 
a it is renewed by another list 
ing agreement. 

Some New York attorneys are of 
the opinion, however, that where 
a purchaser waits until he knows 
that an exclusive has expired after 
consulting with a broker, and then 
purchases direct from an innocent 
seller at approximately 95% of the 
original listing price, that that we 
chaser should and could be held 
liable for the brokerage commis 
sion. I believe commissions have 
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been recovered by New York brok 
ers under these conditions. 

Keep up the good work. Your 
column is a source of interest and 
satisfaction. 

Walter C. Hilzinger 
Brooklyn, New York 


The item referred to mentioned 
the desirability of having a provi- 
sion in exclusives to the effect that 
if after the expiration of the ea 
clusive, the owner sold to a pros- 
pect submitted by the broker, the 
broker should be entitled to a com 
mission. I don’t see how any law 
requiring an exclusive to be 
writing, or requiring it to have a 
time limit would effect such a pro 
vision. 

The general rule is that a broker 
cannot recover a commission from 
a buyer who double-crosses him 
and goes directly to the seller. 
“Williston on Contracts” suggests 
that the broker may have an ac 
tion in tort against the buyer, but 
not on a contract for commission. 
At one time I drafted a short form 
to be signed by a prospect that he 
would be liable for a commission 
if he bought directly from the 
owner and if the owner was not 
liable. The form met with no ap 
proval, so I forgot about it. 


Dear Mr. Anderson: 

In most of our sales where a 
purchase money trust deed is giv 
en for a portion of the selling 
price, we generally show terms on 
a $10,000 property: 

$5,000 cash in escrow 

$5,000 payable $50 or more per 
month including interest at 51/4‘ 
per annum 

You say in one of your items it 
is necessary to give the maturity 
of the mortgage. With ability to 
increase the monthly payments. 
you cannot tell when the loan will 
be paid. In order to make the con 
tract legal, is it necessary to show 
on the contract when the last pay 
ment would come due if payment 
was not accelerated? 

H. P. Hammond 


Pasadena, California 


The above provision does state 
the maturity of the mortgage. It 
is only a provision which provides 
for a mortgage of $5,000, without 
specifying any maturity date or 
manner of payment that is objec 
tionable for uncertainty. 
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Colonial exterior styling was chosen 
for the new offices of Henry M. 
Clark, real estate and = insurance 
firm in Springfield, Massachusetts. 
Part of the long interior room 
shows lack of partitioned offices 


Planned 


ae i 


wee 


mi RRR 


or 


Efficiency 


two 


reasons why the Henry M 


§ toy were 
Clark Co.., 


and insurance agency of Springfield, Mass., recently 


moved into new offices. “First, we wanted to improve 


our location.” Clark says. “Second. we figured if we 


could start fresh, we could lay out the space for more 


efficiency.” 


The new quarters have been remodeled to fill the 


bill. A conventional store front was removed from 
the building and replaced with old brick, two colonia! 
doorways and a small paned colonial window. The 
interior was modernized with separate quarters for 
the real estate and insurance companies. The recep 
tionist and real estate sales force are located conven 
iently close to the entrance where a counter is handy 
for insurance and rental payments. Management and 
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industrial and commercial real estate 


the insurance department are ina 
area 

All partitions offices were removed in 
keeping with the trend of the times as 
modern banking interiors. The conference 
however. can be used for closeups 


eparate quiet 
between 
hown hy 
room 
A parking area 
olf the rear entrance enables salesmen to get in and 
out without the usual parking delays, and the base 
ment has been finished for storage of old record 
signs and maps, and a lunch room provided 

Materials selected by Clark for the remodeling 
were: DuPont paints, Armstrong linoleum, Robbin 
tile. Andersen windows, Curtis doors, Stanley 
fluorescent lights, Lockwood door checks, Russwin 
hardware, American-Standard plumbing fixture 
Johns-Manville acoustic tile 


floor 


and 
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By GEORGE F. ANDERSON 


¥ I own two buildings and there 
is a driveway between the two 
of them leading to garages in the 
rear or to facilitate deliveries, and 
I sell one of the buildings to you, 
and nothing is said about the drive 
way, you would get an easement 
by implication over the driveway. 

On the other hand, if it was a 
drain under the ground of the 
buildings, you would not get an 
easement to use said drain. 

The distinction is based on visi 
bility. In the first case you saw the 
driveway and expected it to go 
with the building; in the second 
case you saw nothing and expect 
nothing, although the drain may 
be more important to you than the 
driveway. I cannot see any funda 
mental justice in the distinction, 
but there it is. 

In the case of Butterworth vs 
Crawford, 46 N.Y. 349, the court 
aid: “All authorities cited on the 
argument by the learned counsel 
for the respective parties, concur 
in holding that the rule of law 
which creates an easement on the 
serverance of two tenaments or 
heritages, by the sale of one of 
them. is confined to cases where 
an apparent sign of servitude ex 
ists on the part of one of them in 
favor of the other; or as expressed 
in some of the authorities, where 
the marks of the burden are upon 
and visible.” 

If the buyer knows about the 
easement, or could be supposed 
to have known about it, that may 
change the results. 


ITH a few exceptions the 

owner of a building is not 
liable for injuries that occur by 
reason of unsafe condition of the 
building or a failure to keep the 
building in good repair when he 
leases the entire building to one 
tenant. One of these exceptions is 
when the lease is for a short time 

This exception was included in 
the case of Oxford vs. Leathe, 165 
Vass. 254. The building was leas 
ed for four days to give exhibitions 
of training. The platform in front 
of the building, from which one 
entered the building, gave way and 
the plaintiff was injured. 

The court said: “We do not in 
tend at all to enlarge the liability 
of landlords in cases where, here- 
tofore, it has been decided that 
only the occupants of the land 
were responsible. At the same 
time the short and interrupted 


, 


18) 


If a buyer discovers a hidden asset on his property, is he entitled to 


it? Is the owner of a building liable for injuries that occur because 


of unsafe conditions? If so, are there exceptions? If a piece of 


ground is small, is it safe to purchase without a survey? Here are 


the answers by our expert legal counsellor 


character of the occupation allow 
ed to Gleason made it obvious that 
the safety of the building must be 
left mainly to the defendant.” 


\V UCH litigation has come up 


from too vague and uncer 
tain description in the conveyance 
of a small piece of land out of a 
larger piece or the conveyance of 
the larger piece with an exception 
of a smaller piece. 

I convey Section 12 except 10 
acres thereof. Which particular 10 
acres am | excepting? Or “4714 
acres of the west part of the north 
half of the northwest fourth of 
Section 12° (Good) “One acre in 
the northeast corner.” (Good.) “A 
small lot reserved for a burying 
ground two poles square where the 
said William Hodge and his grand 
children are buried.” (Good ) 

In the case of Harris vs Wood 
ward. 139 N.C. 580. the desc rip 
tion was: “A certain piece or tract 
of land, grist mill and all fixtures 
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thereunto, and one storehouse, 28 
x 100 feet long, lying and being in 
Brassville County, North Carolina. 
and adjoining the lands of “An 
derson Breedlove, J. C. Usry and 
Dora Harris. said lot to contain 
three acres.” The court said, 
“There are 40 acres in the tract on 
which the store and grist mill are 
located. There is nothing to segra 
gate this three acres out of the 40, 
nothing to indicate the beginning 
nor where nor in what direction 
the lines are to run nothing 
whatsoever beyond the inference 

for it is not expressly stated that 
the grist mill and storehouse are 
to be located somewhere upon the 
said three acres when land off.” 

The description of such small 
pieces is not a matter of law but 
a matter of surveying. We should 
learn from all this litigation never 
to convey or to except such small 
pieces without having a survey 
and having the surveyor give us 
a description. 
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of the times 


By J. A. FENERTY 


Brno a second look at your “For Sale” and “Sold” signs. Are they 
top promotional tools for your firm? Or do they represent the staid, 
time-worn notices used for years by the real estate profession? 

Nessen, McTyier and Adams, Inc., Springfield, Pennsylvania, real 
tors, put their originality to work and completely overhauled their 
signs. From the start, the novel sign ideas attracted much public 
tion. Passersby stop to read and comment on them 

The signs all are provocative, some humorous. For example, when 
the firms sells a property, their sign may read: “Sorry, Too Late.” 
Their streamlined “For Sale” signs are brightly colored. During election 
year one posted on the front of a white brick house carried the startling 
news: “This Can Be Your White House For Nomination and Fle« 
tion, Call Nessen, McTyier and Adams, Inc.” 

Another sign, bedecked with musical bars and scale of a currently 
popular song, reads: “This Home — Especially for You.” Still another 
“How’s This For Convenience to Churches, Transportation and 
Shopping.” 

A momentary traffic hazard was created one day as one of then 
competitors almost bumped the lady driver ahead of him trying to read 
every word on one sign which read: “Don’t look Unless You Are 
Seeking Comfort, Convenience and Economy.” Another eye-catches 
reads: “Stop, Look and Listen to the Many Fine Features of This 
Home.” 

All show such originality and initiative. As a result 
and sales are up. It’s not unusual to have 
say, “We want to sell our home. 
prospect getters we've seen.” 


atten 


. both listings 
a prospective seller call and 
and your signs are the most attractive 


< 


+ 


THIS CAN BE 


> YOUR WHITEHOUSE 


FOR NOMINATION: ELECTION 


FHONE 


> WESSEN METER ADAMS 


19 E. SPRINGFIELD RD. 


- §W.6-3452 


em |¢ 
ie HIS HOME 


1: ESPECIALLY 
~ FOR YOU’ 


NESSEN, METVIER ADAMS 


€. SPRINGFIELD RD. 


- §W.6-3452. 
DONT LOOK 


COMFORT, QUALITY 
CON VENIENCE. 


NESSEN. MCTYIER «ADAMS 


23. 54 *) 


 gw.6-34 


[oo Late 


WESSEN. McTYIER & ADAMS. nc 
SWARTHMORE 62452 
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Effective Letterhead 


( NE way to make sure your business letterhead 

commands attention is to make use of the back 
side. Haley and Sons, insurance Realtors, Madison, 
Wisconsin, have a printed map of the small section 
of the city which surrounds their offices printed on 
the back of their letterheads. An arrow points the 
way to their address making it easy for customers 
to locate them 


Electronic Secretary 


ERI. 1. Brewer, Kansas City, Missouri, is an 
other realtor who uses a Bell System automatic 
answering service in her office. If you dial the 
Brewer office after 6 o'clock at night, you will hear 
a woman's voice reciting: “This is the Merl L.. Brew 
er office. Your call is being answered mechanically 
by Bell System automatic answering service. Please 
leave your name and telephone number and a mes 
sage. We will call you. Start talking at the first tone 
signal and you many continue until the second sig 
nal.” 
The device registers up to 20 calls at one setting. 
Since it was installed, the office has averaged about 
eight calls a night 


Good Will Builders 


pene Laronge, Cleveland realtor. sends an elec 
@ tric wall clock with a plastic dial in a color to 
match the walls of the home of his customers 

Indianapolis Realtor Fred C. Tucker, Jr. makes it 
a practice to give a door knocker with the new own 
er’s name inscribed. 

Realtor Miller Nichols. Kansas City, Missouri. 
gives several flowering or shade trees to new prop 
erty owners. 


Source of New Prospects 


i KALTOR Barney Treacy, Lexington, Kentucky, 

subscribes to the Welcome Wagon Service, 
which supplies him with the names of newcomers 
two or three times weekly. It adds up to 40 or 50 
new names and addresses monthly. The local repre 
sentatives of Welcome Wagon calls on each new 
comer to the city and leaves them gifts from the 
various subscribers, including his organization. 
Treacy also send§ a personal welcome letter to each 
of the newcomers offering his services in various de 
partments, such as selling, renting. and management. 
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IDEAS | 
| That Help Sell | 








The first Christmas after a customer purchases a 
home from Realtor Joseph A. Thorsen, LaGrange, 
Illinois, he receives a beautiful poinsettia plant, to 
gether with an appropriate greeting. 

In Princeton, N. J. Realtor Edmund D. Cook sends 
someone to call on the buyer the day he moves in, 
offering to assist in any way by buying groceries, or 
starting laundry, cleaning, milk, and other services. 








Finger Tip Control of Homes 






| EKALTOR R. Franklin Hull, Baltimore, keeps a 

double filing system on houses for sale, to speed 
up his service to buyers. He subdivides one file ac 
cording to location, the other according to type of 
property. Then when a buyer wants a ranch house, 
he can go directly to a complete file on all ranch 
homes available for sale. 









Follow-up Notes 





HEN he secures a listing, Floyd Lowe, Palo 

Alto, California, mails printed notes to families 
living near the home. The note reads: “You can 
choose your own neighbors. Today we listed for sale 
(the name of the property). Do you have a friend 
or relative who is looking for a home and whom you 
would like to live near you? We are the exclusive 
agents for the property and should be happy to 
furnish full information.” 

After a property is sold he sends the neighbors a 
note giving the name of the buyer. It’s a goodwill 
gesture and a chance to call his firm’s activities to 
people’s attention 




















Your Own Neighbors 


TODAY WE LISTED FOR SALE 










rLOYO LOWE 
Realtor 
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Journal Reports 


(Continued trom page 14 


HHFA administrator, in seven cities last month. In 
these meetings Cole studied the views of home own 
ers and tenants in addition to those of realtors, build 
ers, and mortgage bankers. Long range as well as 
immediate problems of the real estate industry were 
discussed. These conferences and other previous 
meetings will form the basis for the President's rec- 
ommedations to the next session of Congress for 
changes in the government's housing activities. Cole's 
sincerity and intense interest in these meetings are 
shown by this statement: “If my studies show the 
post of MHA administrator should be abolished, | 
wouldn't hesitate to recommend it.” 


Study of Theater Closings 


Closed theaters are posing a problem in cities 
throughout the nation. Whether standing idle or con 
verted to another use, they generally have a deterion 
ating effect on the neighborhood and the economic 
whole, says H. P. Holmes, Detroit. chairman of 
NAREB’s Economic Committee. 

NAREB survey of 264 cities reveals almost 1.000 
closed theaters in all size cities in all geographical 
sections of the country. Holmes says this seemingly 
large number doesn’t mean the industry is in the 
doldrums or that theater investment is automatically 
undesirable. The survey merely brings the problem 
to light. 


Discrimination Against Farm-Seeking Gi's 


Action at the next session of Congress to remedy 


a discrimination against the veteran who wants to | 


buy a farm under the GI program is being urged 
by Owen W. Sherrill, Georgetown, Texas, president 
of NAREB’s Institute of Farm Brokers. Sherrill says 
Congress should pass H. R. 4089. introduced by Rep 
resentative Homer Thornberry, Texas Democrat. 
which would make farm real estate eligible for loans 
guaranteed by the VA up to $7.500. the same as that 
for urban property. At the present, farm loans can 
be guaranteed only up to a maximum of $4,000, too 
low a figure to be effective in helping a veteran pur 
chase a farm, Sherrill says. 

A correction of this inequity would stimulate a 
back-to-the-farm movement, he says. IFB recently 
passed a resolution which deplored the decrease in 
the rural population of the United States. “Efforts 
should be made to reverse the trend from the country 
to the city.” the resolution states in part 


MBA Convention 


This year’s annual convention of the Mortgage 
Bankers Association of America at Miami Beach. 
November 9 to 13, has added significance, represent 
ing as it does the 40th anniversary of the group's 
founding. 

Some of the principal speakers for this 40th meet 
ing of the 2,000-member group are names familiar to 
the real estate and home building industry: HHFA’s 
Albert M. Cole, FHA’s Guy T. O. Hollyday. former 
MBA president, Miles L.. Colean. housing economist. 
srown L.. Whatley, Jacksonville, MBA president and 
realtor, and W. A. Clarke. Philadelphia realtor. MBA 
vice president and nominee for president 1953-54 
Others are Captain Eddie Rickenbacker and Under 
secretary of Commerce W. Walter Williams, Seattle. 
former MBA president 
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SHOW 
YOUR WAY 
TO SALES 








Know how to attract prospects? 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch 
ing photograph, easily-readable in 
formation both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal 
nut, mahogany, or aluminum frames 
in sizes from 16" x 20" to 58" x 20° 
Write today for our illustrated 
folder 


GME: 


« |BULLETIN COMPANY| 


37 EAST 12TH STREET, NEW YORK 3, NEW YORK 


























NATHAN NIRENSTEIN’S 


NATIONAL OCCUPANCY MAPS 
OF AMERICA’S MOST COLORFUL 
SHOPPING CENTERS 
x* *£& & & & & 

Single charts of any of the 226 principal cities 
in the following 37 states may now be purchased: 


Alabama 


Connecticut 


Ohio 
Oklahoma 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Vermont 
Virginia 
Washington, D.C. 
West Virginia 


Wisconsin 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Delaware 
Florida 
Georgia 
Illinois 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Missouri 
Nebraska 
New Hampshire 
New Jersey 
New York 
North Carolina 
North Dakota 
cg ke am a AD a 
Miniature copies of all maps available! 
Size — 131/,” x 191/,” 
* co ae a * 
Write today and ask to receive, on three 
day approval basis, copies of the maps of 
the cities in which you operate. 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight Street Springfield 3, Mass. 
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Companion Pieces 

A new full-size, completely automatic Laundro 
mat washer and a style-companion clothes dryer de 
signed for the budget-minded have been introduced 
by the Westinghouse Electric Appliance Division, 
Mansfield, Ohio. The Laundromat (model LS-7) has 
a single dial control which permits any washing time 
from one to 20 minutes and automatically provides 
hot water temperature for heavily soiled fabrics and 
warm water temperature for delicate fabrics. The 
electric clothes dryer (model DS-7) can be set for 
any time from five minutes to three hours and the 
temperature can be controlled permitting the drying 
of new synthetic fabrics 


Summer Comfort 


The Small Homes Council at the University of TI] 
linois has just compiled an 8-page circular entitled 
“Summer Comfort.” This booklet, which is available 
on request, suggests controls on the outside of the 
home to cut summer heat. It also suggests steps in 
planning for air conditioning. 


Where There’s No Basement 


A new oil downflow furnace has been announced 
by the General Electric Company's Home Heating 





LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN | 
‘PHONE WOodward 2-5400 














| 


—-—| 
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and Cooling Department, Bloomfield, New Jersey. 
The new model can be installed in a closet off the 
living qtarters or in a utility room. It requires only 
one inch of clearance on the side and two inches in 
the front and back for closet installation. The new 
furnace is equipped with a flame detector safety de 
vice that shuts down the unit in seconds if the oil 
flame fails. It is available in either 60.000 or 85,000 
BTU per hour output. 


Round the Rainbow 


The Martin-Senour Company of Rochester, New 
York, has developed a new masonry paint ihat will 
cover stucco, brick, concrete, and construction block 
in 144 colors. Under the trade name Colorsol. the 
new alkali-resistant paint is specially developed to 
retain the selected color under the most extreme 
weather conditions, the company claims. It can be 
brushed or sprayed just as ordinary house paint, and 
covers from 250 to 500 square feet per gallon. 


Year Long Comfort 


The Bryant Heater Division of Affiliated Gas 
Equipment, Inc., Cleveland, Ohio, has designed new 
year-round home air conditioning twin units, the 
Command-Aire twins, to bring the cost of full-time 
home comfort within the reach of the average home 
owner. The units can be installed separately and a 
single unit may be followed at a later date by the 
addition of the cooling unit without the necessity of 
adding ducts or making other alterations. They uti 
lize either gas or oil burning heating units and have 
separate blower systems 


Three-dimensional 


Four additional designs, authentic reproductions of 
brick. fieldstone, etched wood, and wicker weave, 
have been added to the Linkrusta collection of per 
manent tri-dimensional wall coverings being dis 
tributed by Wall Trends, Inc., New York. Linkrusta 
is hung from rolls on practically any smooth surface. 
The company says that in aging this plastic material 
becomes a structural part of the wall and needs nev 
er be replaced. Although available in a number of 
decorator colors, it can be painted, glazed, or roller 
printed to produce many unusual multi-tone effects. 


Built-in 

Thor Corporation, Chicago, is marketing a new 
built-in electric range with the eye-level oven. The 
oven may be installed at any height, in any location 
desired and the cooking elements may be placed any 
where on counter tops in units of two, four, or more. 
The ovens are available in grey, silver, copper and 
gold. ‘The cooking elements are available in white 
porcelain, stainless steel, and grey enamel and have 
seven separate heat stages. 


Jumbo 


New large-size plastic wall plates, Sierra, Jumbe- 
Plates, are being marketed by the Sierra Electric 
and Manufacturing Company of Los Angeles. De 
signed to conceal wall damage where electric out 
lets and switches are installed, the units are nearly 
one inch longer and proportionally wider than con 
ventional wall plates. Made of fire-resistant urea 
plastic, a hard surfaced, scratch and break-resistan| 
plastic with low electrical conductivity, the plates are 
being produced in ivory. They are available for both 
duplex outlets and for single toggle switches. 
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Dominic Castelano has been in the building busi 
ness more than 20 years. As president and general 
manager of the Brass City Lumber Company, he is 
also connected with a home building and develop 
ment organization which has handled several sub 
divisions in Waterbury. He stresses individuality of 
home design and personalized service to his customers, 
factors which he believes are essential to satisted 


home owners a eas COTY (mR CO 


“PERFECT HOME has helped to 


build our business,” 


savs Dominic Castelano of Waterbury, Connecticut 


= EOPLE like PERFECT HOME,” writes Dominic Castelano, president of the Brass City 

Lumber Company, Inc. of Waterbury, Connecticut. ‘They like its wealth of practical 
and original ideas. They like the distinct color themes and the layouts which give them many 
suggestions for their own homes. They like it because it does not advertise any one brand or item. 

“It has helped to build our business, because it is eagerly read and talked about. We have 
a large number of people asking to be put on our mailing list eloquent evidence of the 
reader interest and goodwill it is creating for us.” 

PexFECT HOME Magazine is edited for such blue ribbon organizations as the Brass City 
Lumber Company the nation over. This organization is but one of the hundreds of top-flight 
home building, home financing or real estate organizations which recognize the value of 
building goodwill and confidence among leading citizens in their communities. As a “back 
ground salesman’”’ it penetrates the spheres of influence for the sponsoring group. In a subtle, 
dignified way it sells the “home idea,” connoting as it does high quality, fair dealing and a 
desire to serve. Each issue is prepared by an expert staff of artists and editors who comb the 
nation for ideas in home decorating, furnishing, and design. 

Perrect HOME Magazine is national in scope but local in application, becoming the sponsor's 
own publication. Editorial, art, and other preparation costs are spread among its users through 
out America. Local reproduction and mailing costs are in turn shared among the selected 
reliable building factors who participate. A limited number of exclusive, annual, renewable 
franchises are available to organizations of unimpeachable reputations. If interested, address 


your inquiry to 





STAMATS PUBLISHING COMPANY 


Cedar Rapids, lowa 
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REAL ESTATE SECTION 











__ Training vor 
FUTURE REAL ESTATE Af LWA. 


Brokers, Appraisers, Managers 


Investigate our Home Study and Residential || a 
courses in Real Estate. Includes all phases of | | 


the business. Send for big FREE CATALOG Now that the shooting war is over — temporari'y, at least — one 
today. No obligation 


WEAVER SCHOOL OF REAL ESTATE hears a lot of talk about a recession. A prominent consultant on 

Dept. RE land use told us the other day he has lived through four depres 

Suite 300 Law Bldg. Kansas City, Mo. sions and “this smells like “28 to me.” Truth of the matter 1s. 
there are few concrete facts to back up such pessimism 




















Admittedly, the mortgage market is tight, but government experts, 


realtors, and builders are confident that the demand for homes 
will be brisk. employment will be up, and starts this year will 
equal a million or more. They see little reason to expect that the 
Korean truce will harm housing construction 


| 

| On the property management scene, mild rent increases — which 
are averaging about 10% will unleash long overdue mainte 
nance and modernization programs to keep the apartment inven 
tory competitive with new construction. Many rental units. driven 


off the market during 11 years of federal control, will undoubtedly 
SERV CE = be reconverted to apartment use and put back on the market 
BAKED - 30 GAUGE - 14” X 20; LOTS.44 EA Recommended reading for the non-believing pessimist is a new 
1}TO9DAY DELIVERY © O. BOX 1022 


booklet, “Hidden Expansion Pressures in Our Economy.” Pub 

lished by Reinhold. the booklet in essence is a pep talk to business 

: to stop worrying about a recession once defense spending declines. 
| The author, Arno Johnson, points out that a rise of only 5% over 


the 1952 level of $216 billion in consumer purchases of goods will 
offset a $10 billion cut in government purchases. Johnson says 5% 





Anyone can make money at bome! || can be topped through hard-hitting merchandising and advertising. 
New H Study Courses Show You How! 
| crock Market Coane Secrets af stocks |, S0Hnson’s message particularly applies to the real estate industry. 
ind good yield revealed! 2, Real Estate As people become more selective in their home buying, it’s going 


 ( :— Hi become a successful 
eee ay tly Bean Se “Earn to take hard hitting mier¢ handising lo se | both new and existing 
fat fees settling insurance claims! 4, Mail Or- homes and to keep apartments rente dd. It's up to each industry 
der Course Start at home on a “shoestring 
Circle Your Choice for FREE CIRCULAR member to “face up” and turn on a full head of merchandising 


STERLING, Dept. N-1, Great Neck, N.Y. steam. 











Figuratively speaking, the stork is busier than the saw and hammer. 
NAHB statisticians say that the 160 millionth American has ar 
rived just ahead of the eight millionth house built since the start 
of World War Il. These experts say also that the eight millionth 
house will be the 50 millionth unit in our national housing inven 
tory. This house will be started, these experts figure. on the kick 
0 off day of National Home Week on September 20 





i Major happenings in the prefabricated home industry during the 
Everything for past month include the formation of an Engineering, Design and 


Real Estate Research Committee by the Prefabricated Home Manufacturers’ 
Institute. Detroit’s Richard B. Pollman, designer of Pollman 


Homes produced by the — Manufacturing Corporation of 
SIGNS ON METAL, MASON- ‘Toledo, is chairman. Also. Gunnison Homes. Inc.. 


ITE, ALUMINUM, CARDBOARD its name to United States Steel Homes. Inc 
(Velva-Glo or Waterproof ) 
METAL STAKES, PRINTING, 
WINDOW DISPLAYS. | AAA-1 rated Jr. Dept, Store Chain will lease o1 % % G N % 
Write us your needs... | buy 25 to 60 ft. frontage in 90 to 100% area in 
Prompt service Baked Enamel on 30 gauge Metal 


Write i FREE SAMPLE Illustrated 
WE SIGN THE RATION” | operation invited. Edw. Mitchell, 276 - 5 P siterature and Prices” 


OP LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











has changed 





| cities 12,000 to 125,000 anywhere Brokers’ co 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@DENVER, COLO 
Carrett-Bromfield & 


Co 
Security Bide 


@eFORT LAL DER 
DALE, FLA 
Jack Higginbotham 
Realtor 
601 FB. Las Olas Blyd 


FOR EXPERT 


@NEW YORK, N.Y 
Fass & Wolper, Inc 

7 Fast 42nd St 
Main Street Proper 
ties Anywhere in 


the U.S.A 


eWICHITA FALLS 
TEN 


Ray Keith Realty 
lo 
P.O). Box 2195 


APPRAISAL SERVICE 


eCOLL MBUS, OHIO 
William P. Zinn & 


Co 


7 North Third St 


@EAST ORANGE, 
N.J 


Godfrey F. Preiser, 
M.A.1.—S.R.A 
1. N. Harrison St 


@ MINNEAPOLIS, 
{INN 
Norman L. Newhall, 
M.A.1 


519 Marquette Ave 


@NASHVILLEI 
TENN 


Biscoe Griffith Co 
Since 1914 

214 Union St 

Tenn.—Ky Ala 


@ NEWARK, N.Jj 
Harry J. Stevens 
1A. 


478 Central Ave 


@NEWARKA, NJ 
Van Ness Corp 
H.W. Van Ness 

President 
24 Commerce St 


@NEW YORK, NY 
Scientific Appraisal 


$200,000 values and 
up only 


@PHILADELPHIA, 
PA 
Richard J. Seltzer, 
M.A 


1422 Chestnut St 


est. LOUIS, MO 
Ono J. Dickmann 
M.A. 


hol Railway Ex 
change Blde 


elOLEDO, OHIO 


Howard W. Etchen 
M.ALJI 


Ftchen-Lutz Co 


FOR IDEAL 
STORE LOCATIONS 


FOR LAND PLANNING 


eWILMETTE, IL 
Myron H. West 
916 Greenleaf Ave 


@ALLENTOWN, PA 


The Jarrett 
Organization 

842 Hamilton St 
Specializing 
Eastern Penn 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Union St 


FOR PROPERTY 
MANAGEMENT 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 
@ALGUSTIAL GA Ave 
Sherman-Hemstreet 
ealty Co 
SOL Broad St 


eCOLUMBLS OHO 
Wilham P. Zinn & 


Co 


North Third St 
esSCHENECTADY 
NY 


R. ©. Blase 


WI9-511 State St 
eBALTIMORE, MD 
B. Howard Richards ” 


ns 
Morris Bld 


e LOLEDO, OHLO 
the Al F. Reuben 


Co 
618-20 Madison Ave 


@elDENVER, COLO 
(Cearrett-Brombeld 
A Co 
Security Bldg 


@LOPERA, RAN 


(-reenwood Agency 
bast Seventh St 


FOR INDUSTRIAL 


eCOLLMBLS, OHIO 
William P. Zinn & 
Co 
17 North Third St 
@IULSA, OKLA 
H. F. Bradburn, 
1921 BE. ith St 


@ALLENTOWN, PA 
The Jarrett 
Organization 
42 Hamilton St 
Specializing 
Fastern Penn 


@KANSAS CHIY 
MO 
Moseley & Company @WASHINGTON, 
Retail, Wholesale 1.4 
Industrial Shannon & Luchs 
Suite I111, Insur- Co 
ance Exch. Bide 1505 H Se. NW eCOLUMBLS OHIO 


William P. Zinn & 


la 
$7 North Third St 


FOR FARMS 
AND RANCHES 


eh DMONTON, 
CANADA 
Campbell & 
Haliburton Lid 
@ PENSACOLA, 10029 Jasper Ave 
FLA 
Rollin D. Davis, Walter S. Hardin 
Realtor Realty Co 
West Fla. Area’ 26 years’ experience 
Brent Bide Hardin Bide., 
Wi2 12th St 


@BRADENTON, 
FLA 


eENGLEWOOD 
COLO 


Wilson & Wilson 
2068S. Broadway 


Rates for Advertising 
eINGLEWOOD 
In the “Consult These Specialists’ CALI 


. bmer 
Department: : PO Hd 
‘er 


Issue 


n W. Dawson 


mo? 


? lines > ies $3." 
nes ‘ ‘ $3.5 
2 ime less than 6 issues 4M 


Add tional lines 


fheents per imsuc 


Kay 


SITES AND PROPERTIES 


@KANSAS CHIY 
MO 
Moseley & Company 
Retail Wholesale, 
Industrial 
Suite TEEL, Insur 
ince Fach. Bde 


eMEMPHIS, TENN 
FE. ©). Bailey & 
Ca., Ine 
12h Monroe Avenue 


est. LOUIS, MO 
Onto J. Dickmann, 
M.A 
1861 Railway 
Fachanee Bide 


eSCHENECTADY 
NY 


RK. C. Blase 
9-511 State St 


eLORONTO, 
CANADA 
Shortill & Hodgkins 
Limitec 
iil Yonge St 


eWICHITAETALLS 
Ths 


Keith Realty 


No charge for city and state lines 


lo 
| Box 2195 





(‘ut over-all construction costs 20% with 
[nited States Steel tomes CAIN. 


@ Think what a competitive edge you have when your over-all [ ° 1 — 
hited States Steel 


construction costs are as much as one-fifth less than those of the 


’ . *@e 
builder down the street. And that’s just the edge you have over il ee Mi E ae 


comparable conventional construction when you build Gunnison copys ° 
Kight-point 

Homes, a product of United States Steel Homes, Inc. pe 

; path to profits 
Ihere’s no compromise with quality to achieve these savings : 

They are the direct result of on-the-site savings in time and labor ee poe 

due to United States Steel Homes’ application of pre-engineering 

methods to home construction. Helpful interim financing 


These savings are only one of the benefits you receive when 
Competent technical and sales 


you follow United States Steel Homes’ “eight-point path to prot- 
5 assistance 


its.” Check the list and you'll see how much each of these points 
can mean to you. If you are interested in joining this successtul National name recognition 
enterprise, write to United States Steel Homes, Inc., Dept. N-93, 


on your business letterhead. Advisory financial service 


Elimination of architectural and 
material problems 








Home planning service 


Greatest 1953 line in the home 
building industry 


























Lnited States Steel lomes, Ine. 


Formerly Gunnison Homes, Ine, 
GENERAL OFFICES: NEW ALBANY. INDIANA 


Plants at New Albany. Indiana. and Harrisburg. Pennsylvania 





